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Q. Define old maids? 





Five years John spent bunting tonicks, 
He drank all the kures in the land, 

And lost so mutch flesh he was forced 

.To hold up hiz pants with each hand. 
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RESOLVE - Sell Union Mutual 
Insured Savings Plan 
SLIPPERY - Good time to sell 
Union Mutual Non-CanS&A 


Income Tax Time - review of 
business reveals need for 
Business Insurance a 


SPRING - renewed vitality for 


selling Union Mutual Preferred |- 


Risk 


Union Mutual Double 
Protection Plan sells easily 


WEDDINGS - Need for 2, 
Family Income : 


VACATIONS - Retirement 
Plans provide future vacations 


Back to work - ideal Program- 
ming time 

SCHOOL AGAIN - sell Union 
Mutual Juvenile Insurance 
New Homes ready - Mortgage 
Retirement protects family 
Group and Wholesale make fine 
Xmas gifts for employees 
XMAS - Let the season e) 
be Merrie 





The best tonic for tuning up sales per- 


<formance is still ringing, door- 


My, 1 \\bells and telling your sales story. 
rd 


But tell it intelligently and well. 
Union Mutual helps the field underwriter 
do just that. Union Mutual's sales kits* 
are modern, easy to use, attrac. y 
tive to the prospect, complete. 
They are professional tools for 4 \Z 
the professional underwriter . . . deuiie 
iS ey, edged to make more sales—and 
Se, = dollars — in both the Life and 
7 Os Non-Can Sickness and Accident 
© markets. 
* Union Mutual sales kits are field tested — 
tried out under actual selling conditions 


before being released. 
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THOMAS 1. 


Fred S. coaches a 


WINNING 
TEA 





and... 


every play is a touchdown play 


No weak positions on this team. 

Fred S. has shown them all how to reach their goals— 
whether that goal is a paid-off mortgage—a care-free old 
age—or a college education for the kids. 

It’s not surprising that Fred is one of the most respected 
men in town. His friends and neighbors know he can line 
up a perfect defense against troubles—or help them plan 
a drive to realize their hopes. 

Thanks to Fred’s coaching—scores of men in his town 
have security and freedom from worry. Good friend, good 
neighbor, good citizen—he serves his cornmunity well. 
He’s proud to be an Equitable man...and you may be sure 
the Equitable Society is proud of him! 


* * * 


One of a series of advertisements illustrating how a representative of The 
Equitable Life Assurance Society serves his community by selling life insurance. 








LISTEN TO “THIS IS YOUR FBI”... official crime- 
prevention broadcasts from the files of the Fed- 
eral Bureau of Investigation...another public- 
service contribution sponsored in his community 
by The Equitable Society Representative. 


EVERY FRIDAY NIGHT - ABC NETWORK 






PARKINSON, President + 393 Seventh Avenue, New York I, N.Y. 





THE NATIONAL UNDERWRITE 
No. 41, Friday, October 12, 1951, 


$5.00 per year (Canada $6.00). 


R Life Insurance Edition. Published weekly by the National Underwriter Company, 
20 cents per copy. En 


of 


Office of Publication, 175 W. Jackson Blvd., Chicago, Ill, U.S.A. 


tered as second class matter June 9, 1900, at the post office at Chicago, Ill., under Act of March 3, 1879. 2 : 

















GREENS 
Price, forn 
andard Li 
ompany’s 
urned dow: 
oard at an 
he ground 
sinecure,,”” 
tock in his 
bly. The 
nvolve 110 
narket valu: 
Mr. Price 
rm or deny 
ials have W 
hich is bel 
bf individua! 
bany in rece 
year hist 
With Mr. 
maintaining 
t is unders 
ouncement 
Murchasers 
ut they res 
bf the stock 
10 per shar 
lace Oct. 1, 
aintains B 
Although | 
Dost as chai: 
ors of the 
$ president, 
bership on t 
he late Julia 
bf the comp 
After his r 
bt Howard — 
resident, |] 
mseating in 
holders a y 
ith the co 
ails of whic! 
ed last 
his fight. 
‘The next 
lirectors is s 






















hgure as hig 


alifornic 
ecessar 


Commissio 
has sent not: 
0 the effect 
m the insur: 
1951 legisla 
whether part 
le licenses, 
hat all part 
wt new, mu 
Provision is 


Peensing, bu 


uésires to ch: 
ull-time age: 


z lificate of CO! 
BY examinati 


a 


The bullet 
ernal benefi 


ee aas ct bus 


making appl 
t licenses, 


XUM 











LIFE 
INSURANCE 
EDITION 


FieNATIONAL 


UNDERWRITER. 





October 12, 1951 
55th Year, No. 41 








Report Price Sells 
110,000 Jefferson 
ndard Shares 


Former President 
Reputed to Have Made 
$4 Million Transaction 


GREENSBORO, N. C.—Ralph C. 
Price, former president of Jefferson 
tandard Life, who was unseated by the 
ompany’s board of directors last year 
uwmed down a post as chairman of the 
oard at an annual salary of $50,000 on 
he grounds that the position was a 
sinecure,,” has sold the majority of his 
tock in his company, it is reported re- 
bly. The stock transfer is said to 
nvolve 110,000 shares which have a 
narket value of between $40 and $42. 
Mr. Price has declined to either con- 
rm or deny the sale and company offi- 
ials have withheld comment on the sale 
hich is believed to be the largest sale 
bf individually-owned stock in the com- 
any in recent years and possibly in the 
year history of the company. 

With Mr. Price and company officials 
maintaining a silence on the sale, which 
t is understood was planned for an- 
ouncement Oct. 15, the names of the 
@uchasers of the stock are not known 
but they reside in New York. The sale 
bf the stock, which has a par value of 
10 per share, is reported to have taken 
lace Oct. 1. 


Board Status 


Although ‘Mr. Price turned down a 
bost as chairman of the board of direc- 
lors of the company after his removal 
s president, he has maintained his mem- 
bership on the board. He is the son of 
he late Julian Price, one of the founders 
bf the company. 

After his removal as president in favor 
bf Howard Holdermess, a former vice- 
president, Mr. Price protested his 
Piseating in several letters to stock- 
holders a year ago, but an agreement 
ith the company’s directors, the de- 
ails of which were never disclosed, was 
Rae December and he dropped 
nis gz 
The next meeting of the company’s 
ectors is set for Oct. 22. 
Estimates of the sale price of Mr. 
es stock ranged from $4,000,000 to 
000,000, although one report had the 
ngure as high as $7,000,000. 
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alifomia Warns Licenses 
ecessary for Fraternal Sales 


Commissioner Maloney of California 
las sent notice to all fraternal societies 
0 the effect that because of changes 
in the msurance code enacted by the 
1951 legislature, fraternal agents, 
, ether Part or full-time, must obtain 
¢ licenses. The bulletin announces 
mat all part-time agents, whether old 
new, must obtain licenses. Special 
rovision is made for part-time agent 
censing, but a part-time agent who 
“sires to change his status to that of a 
ui-time agent is not entitled to a cer- 
iicate of convenience but must qualify 
by examination. 
The bulletin says that agents of fra- 
erna benefit societies can no longer 
‘aisact business for 90 days before 
waking application for and qualifying 
licenses, 


























Congress Tax Group 
Agrees to Friendly 


Senate Amendments 


WASHINGTON—Before representa- 
tives of American Life Convention and 
Life Insurance Assn. left for the Toronto 
A. L. C. convention, the conference com- 
mittee on the revenue bill had agreed 
upon Senate amendments supported by 
most of the life industry. 

These included provisions for the 64% 
tax program for life company income, 
and the definition of employe so as to 
include full-time life insurance sales- 
men, in connection with contributions to 
a pension, profit-sharing, annuity or 
bonus plan. 

House representatives on the confer- 
ence committee likewise agreed to a 
Senate amendment relative to employes’ 
trusts involving distribution of an em- 
ployer corporation’s securities. 

House conferees agreed to the Senate 
amendment disapproving withholding 
tax on dividends and interest. 


Private Casualty Deductions 


A Senate amendment to allow deduc- 
tion of a private individual’s non-busi- 
ness casualty losses was also accepted 
by House representatives. These agree- 
ments assured retention of the above 
provisions in the finished tax bill as it 
goes to the President. 

The conference committee agreed to 
Senate amendments as follows: 

Amendment No. 254, (section 609) of 
the bill, concerning reversionary inter- 
ests in case of life insurance, with an 
amendment; No. 251 (section 606), on 
transfers conditional upon survivorship; 
No. 252 (section 607), on transfers with 
income reserved; No. 253 (section 608) 
on transfers taking effect at death. 


80 Attend Michigan 
Department Institute 


LANSING — More than 80 members 
of the Michigan department gathered 
last week at Michigan State College to 
hear leaders of the business review the 
history and purposes of state supervi- 
sion at a two-day seminar. 

The idea of the institute was con- 
ceived by Commissioner Navarre, who 
explained at the opening session that it 
was planned to give department person- 
nel a fresh view of their responsibilities 
and opportunities. 

Robert E. Dineen, vice-president and 
secretary of Northwestern Mutual Life 
and former New York superintendent, 
was first industry speaker. He said he 
regarded the institute as one of the 
finest developments in American public 
life. Explaining that the absence of com- 
petition in the regulatory field places 
a tremendous responsibility on members 
of the insurance department to maintain 
high standards, Mr. Dineen declared “it 
should be a must for every regulatory 
agency to submit to a periodic overhaul- 
ing, to get fresh bearings and to make 
sure that it is as lively and animated as 
the business it regulates.” 

A highlight was the appearance of 
Gov. G. Mennen Williams. In an ex- 
temporaneous speech, he congratulated 
the department on its undertaking. 
Other industry representatives partici- 
pating included William Leslie, general 
manager of National Bureau of Casu- 
alty Underwriters; Ambrose B. Kelly, 
manager of Factory Mutual Rating Bu- 
reau; Walter O. Menge, first vice-presi- 
dent of Lincoln National Life; E. J. 
Faulkner, president of Woodmen Acci- 
dent; Jack G. Sharp, Michigan special 
agent of Commercial Union; Newell R. 
Johnson, assistant manager of American 
Mutual Alliance, and John Panchuk, 
vice-president and general counsel of 
Federal Life & Casualty. 


Frank Sullivan 
Saluted by 250 


By WILLIAM J. GESSING 


TOWPEKA—About 250 attended the 
“industry” dinner for Frank Sullivan of 
Kansas in honor of his recent election 
as president of National Assn. of Insur- 
ance Commissioners. 

Governor Arn of Kansas, in behalf of 
the Kansas companies, presented a 
wristwatch to Mr. Sullivan. In respond- 
ing Mr. Sullivan complimented the 
Kansas company executives on their 
dedication to the aim of building com- 
panies of stability and character and he 
said the state governors should seek for 
appointment as insurance commissioners, 
men of equal caliber. He complimented 
the members of his staff and paid his 
respects to the other commissioners 
present who included Lange of Wiscon- 
sin, Dickey of Oklahoma, Leggett of 
Missouri, Stone of Nebraska, Murphy 
of South Carolina. Mr. Sullivan outlined 
some of the supervisory problems that 
exist today. 

Master of ceremonies was H. O. 
Chapman, president of National Reserve 
Life. 

The Kansas host companies were: 
Alliance Cooperative, Alliance Mutual 
casualty, American Home Life, 
A. O. U. W., Central States Fire, Cim- 
marron Casualty, Farm Bureau Mutual, 
Farmers Alliance, Farmers & Bankers 
Life, Farmers Mutual, Farmers Union 
Mutual, Great American Life, Kansas 
Blue Cross-Blue Shield. Kansas Farm 
Life, Kansas Bankers Surety, Manhat- 
tan Mutual Life, Midland Mutual Fire, 
National Reserve Life. Pioneer National 
Life, Preferred Fire, Pyramid Life Re- 
public Mutual Fire. Security Benefit 
Life, Southern Kansas Mutual, Standard 
Life, Upland Mutual, Victory Life, 
Western Casualty & Surety, Wheat- 
growers ‘Mutual Hail. 


Line Up Program for 
Zone 4 N.A.LC. Parley 


Insurance Director Day of Illinois is 
putting the finishing touches on the 
program for the zone 4 meeting of 
N.A.I.C. at St. Paul, Oct. 22-23. He has 
been attending some of the other zone 
meetings and making notes. 

There will be a period the morning of 
Oct. 22 devoted to developments as to 
performing insurance department_func- 
tions. Commissioner Navarre of Michi- 
gan will comment on the institute that 
was held in his state for the improve- 
ment of insurance department opera- 
tions. Hugh Tollack, assistant secretary 
of N.A.I.C., will discuss central office 
activities and Mr. Day will report on 
proposals that have been made in the 
past for increased~ state cooperative 
action on A. & H. policy examination, 
rate revision research and other sub-- 
jects. 

In the afternoon there will be a forum 
of authorities from the insurance de- 
partments and from the business on the 
future of automobile insurance. Mr. 
Day opines that the growing automobile 
insurance crisis is the most pressing 
problem with which the departments are 
faced. L. H. Sanford will be one of the 
speakers on this. 

The next morning will be reserved 
for a discussion of recommendations 
that are being made to the zone 4 
commissioners by the raters, chief ex- 
aminers and A. & H. supervisors. The 
plan is to have an executive session 
that afternoon. 


Minn. Federation Date Set 


The annual meeting of Insurance Fed- 
eration of Minnesota will be held at 
St. Paul Oct. 23. The program is now 
being arranged. 


Eye Allegation of 
Insurance Mask for 
Income Tax Fix 


House Group Probes Cozy 
Dealings of St. Louis 
People 


WASHINGTON — Insurance men 
and transactions have figured recently 
in testimony before a House ways and 
means subcommittee headed by Rep. 
King, California, investigating internal 
revenue operations. Witnesses included 
J. Martin Brodsky, St. Louis insurance 
man; Donald E. Kelly, John Hancock 
general agent in that city; Rudolph H. 
Hartmann, special intelligence agent in 
the St. Louis internal revenue office; 
James P. Finnegan, who recently re- 
signed as internal revenue collector at 
St. Louis, and his brother Hugh, of 
Manhasset, L. I. : : 

Hartmann testified James Finnegan in 
1949 and 1950.was paid by the Dudmar 
Insurance Agency (Brodsky’s firm) 
$4,700 in currency and checks; $1,000 
against a bank loan; $300 for expenses 
of a business trip; $193.11 for insurance 
premium on an automobile. Hartmann 
said some of this went directly to Fin- 
negan, some to his wife, some to a son, 
James P., Jr., a law student. 

Hartmann said Brodsky, through 
Dudmar agency, sold policies to people 
having tax troubles, including Valley 
Steel Products Co., Joe Berg of Berg’s 
Market, Inc., Dr. Norman Rathert, and 
Missouri Paper Stock Co. 

Regarding a policy allegedly sold by 
Brodsky to Valley Steel, Hancock’s Mr. 
Kelly testified that Brodsky in the 
spring of 1949 went to see him and dis- 
cussed a life insurance policy for some- 


body else. Brodsky said he had 
“formed an association with Mr. Fin- 
negan in an insurance agency... there 


were a great many St. Louis firms with 
tax delinquencies and that he would 
follow these firms ... and in making 
his presentation to prospects he was 
telling them he was from_Finnegan’s 
office—not the collector’s office, but his 
insurance office.” 


List Is Mentioned 


Kelly said Brodsky told him of a list 
of tax-trouble people which the witness 
thought had come from Finnegan. He 
said Brodsky arranged for a policy for 
one of the top executives of Valley 
Steel, but two or three of them failed to 
pass medical examination, and it was 
finally decided to insure Philip Muen- 
nig, a minor employe, for $30,000. But 
the latter also failed to pass, although 
the company had borrowed $23,886.37 
from a bank to pay the premium, accord- 
ing to Kelly. 

He sat sheits after Bodsky sub- 
mitted the Muennig application he asked 
the $700 commission be sent to Finnegan 
in Washington; that Kelly refused a 
so wrote Finnegan, but the letter was 
returned. 

Kelly said the premium was refunded 
in two checks: one to Muennig for 
$1,486.37, the other for $22,400 to a bank 
which had loaned the money. The check 
to Muennig, Kelly said, was approxi- 
mately the amount Brodsky would have 
received as commission if the policy had 
been approved. But the Muennig check 
actually ended up in account of Dudmar 
Insurance, which had been opened the 
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day that check was written. It was dated 
Aug. 5, 1949. 

Hartmann said the Dudmar account 
existed only a month, that it was a 
joint account requiring two signatures 
for checks, and that the names of 
Brodsky and Marguerite Desmond, Fin- 
negan’s secretary, were on the three 
checks drawn on the account. Hartmann 
said $100 withdrawn from it was applied 
against a Finnegan bank loan, $300 went 
to Finnegan as reimbursement for trip 
expenses, and the remaining $186.37 
went to Brodsky. ° 


Checks Are Identified 


Miss Desmond identified the checks 
and said she “guessed” Finnegan had 
told her to sign them. 

Richard V. Clark, Jr., St. Louis in- 
surance man, said he and Brodsky had 
discussed a three-way split on business 
profits under which Brodsky would get 
two-thirds and Clark would get one- 
third, that Brodsky told him one-third 
would go to Finnegan. Walter C. Huer- 
men, St. Louis insurance man, testified 
relative to Bodsky’s activities. 

Brodsky testified several hours before 
the committee during which he cate- 
gorically denied statements of previous 
witnesses. This moved Chairman King 
to refer a transcript of the hearings to 
the Department of Justice for considera- 
tion in connection with a possible per- 
jury investigation. 

Brodsky declared Finnegan was his 
old family lawyer and it was natural 
he should pay him $500 monthly re- 
tainer on account of the former’s insur- 
ance business. 

Although it had been testified that 
Finnegan and Brodsky were insurance 
partners and Finnegan’s share of 1949- 
50 profits was $6,193, Brodsky denied 
the money paid was a business cut, 
also that Finnegan had given him a 
list of “tax trouble” people. He said the 
Dudmar bank account was not set up 
to protect a fee Brodsky owed Finne- 
gan but as a matter of convenience so 
that when he was out of town checks 
could still be drawn on the account. 
Persons authorized to sign were Brod- 
sky, Finnegan, his attorney, and Miss 
Desmond. 

The witness admitted Finnegan had 
originally “entertained” the idea of par- 
ticipating with Brodsky in the insurance 
business, but later decided it would be 
inadvisable. Brodsky said Finnegan 
earned his $500 a month retainer by 
examining insurance contracts and fur- 
nishing advice. 

Regarding the witness Clark, Brodsky 
said he had “passed bad checks to sev- 
eral of my clients” and that Finnegan 
had advised him not to let Clark hang 
around the office any longer. 


Rebuts Brodsky’s Denial 


Rebutting Brodsky’s denial that Fin- 
negan supplied him with a list of tax- 
trouble prospects, Hartmann said Brod- 
sky had made a statement last January 
in which he referred to “the names fur- 
nished me by Mr. Finnegan.” 

Later Brodsky returned to the stand 
and was asked if he heard Hartmann’s 
statement. He answered: 

“I did and it’s false to start with. 
When it’s false, I have the right to 
deny it.” 

Hugh Finnegan was brought into the 
picture in connection with introduction 
of east coast internal revenue collectors 
to Daniel Friedman, partner in Estate 
Research Bureau, New York insurance 
concern. Under questioning by Com- 
mittee Counsel Adrian DeWind, Hugh 
told how his St. Louis brother had ar- 
ranged for him to see Collector Francis 
Smith in Philadelphia. Accompanying 
him was Friedman. 

“Did Friedman ask Smith if he would 
be interested in forming an association 
with the ‘Research Bureau?” asked De- 
Wind. 

Finnegan said he did not know. At a 
second meeting a week later, Finnegan 
said, Friedman again talked insurance 
with Smith, but he. did not remember 
details. 

Asked whether he and Friedman had 






Personalities at dinner for Frank Sullivan, Kansas commissioner, and president of N.A.I.C., at Topeka: Elmer E. Shurt 
vice-president of Victory Life and chairman of ticket committee; H. O. Chapman, president of National Reserve Life and m 

of ceremonies; John Hutton, secretary, and Edgar C. Bennett, president of A.O.U.W. of Newton, Kan.; Russell R. Brown of 
Kansas department, and Pendleton Miller, general agent for New England Mutual Life at Topeka. 








visited Dennis Delaney of Boston in 
1949, who was fired as collector last 
summer, Hugh Finnegan said he had 
called Delaney direct and his brother 
James was out of it. 

“Didn’t the Estate Research Bureau 
pay Mr. Delaney $2,500 and pay you 
and your brother $2,500?” DeWind 
asked. 

Witness said he didn’t know what was 
paid Delaney, but Hydroplane Corp. of 
which Hugh is president and Friedman 
a stockholder, received a payment from 
Estate Research. 


Visit Woolen Company 


Hugh and Friedman visited Maxwell 
Shapiro, of a woolen company near 
Boston, the former testified, Delaney 
calling Shapiro and making the intro- 
duction. Hugh could recall nothing 
else. 
DeWind asked about an alleged re- 
mark about James Finnegan being 
scheduled to become internal revenue 


commissioner and suggested that was a 
way of saying when that happened Sha- 
piro’s tax difficulties could be adjusted. 

Hugh couldn’t remember any such 
remark, but had “no doubt about it.” 
He said that Friedman did the talking 
with Shapiro, and after Shapiro phoned 
Delaney he agreed to do business with 
Estate Research, and after some assur- 
ance from Delaney by phone Shapiro 
gave Friedman a check. 

Delaney is under indictment on the 
charge, among others, of having ac- 
cepted $2,500 from Friedman to sway 
his decisions on collection of Shapiro’s 
income tax. 

Former Collector Finnegan stepped 
forward and volunteered an explanation 
of payments by Estate Research to him- 
self and Hugh and that he, James, had 
received a payment from Hydroplane 
Corp. as its counsel, which was the 
same sort of relationship James main- 
tained he had with Dudmar Insurance 
Agency. 


_ The 
COMMONWEALTH 


Commentary 


ARE YOU CONTENTED P 
YOU SHOULDN'T BE! 


Contentment is a wonderful thing . . . for cows, maybe 
... for old retired men — but not for salesmen! 


If you’re satisfied with yourself and with the job you 
are doing, if you’re contented with the money you’re 
making — you're too easily satisfied! 


The world’s progress through the ages has depended 
on the people that were dissatisfied. 


Inventors, explorers, thinkers, leaders — all are dis- 
satisfied with things as they find them. They want to 
make something better, explore new continents, extend 
mental horizons, produce more for the benefit of man- 


kind. 


So, Mr. Life Insurance Salesman, for greater success 


—be discontented! 


MORE THAN A HALF BILLION DOLLARS 
INSURANCE IN FORCE 


i ea iti 


COMMONWEALTH 


Life Insurance Company 


HOME OFFICE ¢ COUISVILLE, KY. 










Actuaries Club of 
Southwest to Mee} 
at Dallas Oct. 19-20 


The annual 


ed, notabl: 
d after th 
te of the 
th state an 
orientation 
mpanies al 
meeting of Actuagid that w 
Club of the. Southwest will be hm all bra 
at Dallas Oct. 19-20. The first evenfrance has 
there will be a reception for memb@ttern of s' 
and guests, followed by a dinnerffessional m 
7:00 p.m. : ; ; There are, 
The program will consist of discussiiill to be sol 
of these.subjects: surance, V. 
1. New form of annual statement, finistrative 
(a) What, if any, additional recofhents and a 
need to be kept? bd d it | 
(b) What changes must be madegpé deposit — 
work sheets and in assembling data?f#He expres 
(c) What interpretations must a partia 
made for publication and for compa, - c 
son with statements of previous yeaged msuran 
(ad) What are the advantages and dmrough the 
advantages of the new form? ocess act 
. What charges are made, credits ae t ae 
lowed, evidence of insurability requinglalr trace 























forms used and commissions paid in mses have 
nection with the following types of Mirough the 
changes: (a) lower to higher p 


icy 
mium, (b) higher to lower premium, 
conversion privileges, (d) removal 
reduction of extra premiums, (e) 
tion of disability, 
family income, etc. 

3. What differences are there in 
ministrative practices between indust 
and ordinary insurance with respect 


mmission 

orities ir 
e line of « 
double indemni shed by fur: 
on in the f 
termined, | 


(a) premium collection and premium ° 
counting, (b) agency control and comtOgtess in § 
pensation, (c) reserves and net pre H id 
ums, (d) other. € said 1 
4. Actuarial education in the souiade in gett 


west: (a) At University of Texas, (b) Mbriat: ; 
Southern Methodist University, (c) si mations in 





group at Southwestern Life, (d) otheg af ra 
: aff, capable 
Stalson with Griffenhagen fe metics | 
york, finance 
to Handle Insurers, Banks w in an « 
NEW YORK—Dr. J. Owen Sugars Vat 
has become a principal in Griffenhag., support 
& Associates, management consulta iatinue to 
He will have a major responsiig i. welt | 
for the firm’s professional practict@.... 
regards insurance companies and bay,’ c..11i,, 


Griffenhagen & Associates is one off 
oldest organizations in its field, celeb 
ing this year its 40th anniversary. E 
Griffenhagen, who established the 


any staten 
A. 1. C. 


ind expresse 





ness with a small group of associ hb 
in 1911, now has more than 100} Se basis h 
fessional men associated with him Be stator 
the organization. as quite i 
Dr. Stalson is a graduate of Ham 
graduate school of business and oes ance 
later a_ member of the research faci '. |e @ 
there. He will continue to serve m! — 
present post at Columbia Univer, | . 4 
where he is a director of the life <a IS i 

surance management research len an 
and an associate in insurance a isles. 
graduate school of business. h provisions 
1 ee in . 

2 uding pr 
Claim Changes Made —prcedure th 


Pacific Mutual Life has simplified fommissioner 
claim filing requirements. The chai such nr 
eliminate requirement of a funeral @tefully. W 
rector’s statement; provide for witatgPot constitut 


ing in place of notarizing on the t to the s 
ant’s statement, and in most cases Pa” action on 
mit acceptance of a certified copy WME said he 


0 assist in 


death certificate without a suppor ; 
gislation ; 


physician’s statement. 
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ong opposition to further centrali- 
of control and to the idea of 
compulsion in any 
field of insurance 
was voiced by 
Frank Sullivan, 
Kansas commis- 
sioner and president 
of National Assn. 
of Insurance Com- 
missioners, in his 
address before 
American Life 






















®. Shurt] Convention. He 
and m said state supervi- 
rown of j sion has demon- 
strated that it can 

Sullivan meet emergency 





problems in the in- 
rance field in several cases that he 
ed, notably the situation that devel- 
Mee} i after the S. E. U. A. decision. In 
ite of the new legislation required, 
th state and federal, and the need for 
19-20 prientation of the viewpoint of both 
mpanies and supervisory officials, he 
f Actuafiid that with the fullest cooperation 
ill be kom all branches of the business, in- 
irst evenmrance has accomodated itself to the 
or membttern of state regulation under con- 
2 dinnerMessional mandate with relative ease. 
There are, of course, some problems 
»f discussill to be solved, including unauthorized 
wrance, valuation of securities, ad- 
tement, inistrative rulings, qualification of 
nal recogeents and administration of retaliatory 
be made” deposit laws. 
ng datatfHe expressed the belief that more 
= mu a partial solution of the unauthor- 
ious yeaged insurance problem has been reached 
ses and@mrough the unauthorized service of 
? ocess act, false advertising act and 
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i ae fair trade practices act, but that the 
paid inemgsues have become more confused 
yes of Mirough the entrance of federal trade 
higher pj ee 

remium, @mmission and other governmental 


emoval 


3, e ad 
indemni 


ithorities into the problem. Whether 
e line of demarcation will be estab- 
shed by further legislation or by litiga- 


here ia Be, the gg Dh is still to be 
respect . P 

remium Progress in Securities Valuation 

net Pr te said notable progress has been 
the souffade in getting away from the former 


me briations in valuation of securities, es- 
(a) othepecially through the setting up by 

.A. I. C. of an efficient committee 
aff, capable of undertaking the neces- 
agen Fry studies and carrying out the detail 
. pork, financed by assessment under state 
anks Bw in an equitable manner. He de- 
fared that there are still too few states 
articipating in the program but that 
@ support which the life companies 
wumontinue to give to such legislation 
ugurs well for exactment in additional 
tates 













Mr. Sullivan hailed the new life com- 
y statement form adopted by 
» A. I. C. as a decided forward step 
nd expressed appreciation for the as- 
amstance given by the life company or- 
anizations. The old form, while on a 
ash basis, had some elements of a rev- 
nue statement, he said. ‘However, it 
aes quite incomprehensible to many 
on-insurance people who understood 
counting as practiced in fields other 
an insurance. The new form, although 
Tetains many features of the old 
lank, is develoned along the accrual 






















chs mMcept, and to that extent conforms to 
ice at Molen accounting practices. 

He referred to the trend, as evidenced 

# Provisions in insurance codes recently 

a in several states, toward in- 

é Fiuding provisions outlining the exact 

7 gcedure that must be followed by a 

plified #PoMmissioner in issuing rulings. He 


e chal ch Nrovisions should be studied 
uneral = ully. While department rulings do 
r wilt constitute law, thev should be sub- 










the t to the same appeal at all steps as 
cases Pa" action on account of violation of law. 
opy of He said he proposes to ask N. A. I. C 





9 assist in the preparation of model 


supportago assis 
gislation along these lines. This 






ank Sullivan Opposes 
mpulsion, Centralization 


would do away with the situation where 
rulings are hastily promulgated, ob- 
served by a few companies, ignored by 
others, and finally allowed to fall into 
disuse. 

In connection with uniform legislation 
generally, he said its enactment is ren- 
dered more difficult by the rapid turn- 
over among commissioners and the fact 
that a new commissioner may not realize 
the importance of such legislation. He 
suggested that some follow-up system 
should be devised to remedy this defect 
and said the establishment of the as- 
sistant secretary’s office at Chicago 
might make this possible. 


Risk Can’t Be Removed 


Many proposals for government in- 
surance, government guaranties and 
government welfare plans of many types, 
he said, are geared to the fallacy that 
risk may be removed by insurance. “But 
risk cannot be so removed. It can only 
be transferred and, when transferred, in- 
volves a premium. To the extent that 
we depart from the fundamental, we 
are likely to embrace unsound pro- 
posals.” 

He declared that the result of com- 
pulsion in any field of insurance, 
whether under a system where the pre- 
mium is paid to private corporations 
or to government, is to deprive the in- 
dividual of the choice as to the position 
in his personal budget that the pre- 
mium for such insurance shall occupy. 

“During recent years,” he said, “we 
have heard much talk of compulsory 
health insurance. I am for health insur- 
ance. I believe it is a fine thing for 
everyone to have. But I am not sure 
that everyone should be forced to buy 
it. 





Robert L. Hogg, executive vice-president and general counsel of A.L.C.; Mrs. Hogg; 
Mrs. Ralph H. Kastner; and Mr. Kastner, who is associate general counsel of A.L.C. 








Longshore Alabama 
Insurance Director 


H. A. Longshore, state commerce di- 
rector, has been appointed by Governor 
Persons as director of the newly created 
Alabama insurance department, which 
was formerly a division of the commerce 
department. An attempt was made to 
separate the two during the administra- 
tion of James E. Folsom, but he vetoed 
the proposal. : 

L. L. Gwaltney, Jr.. who had been 
superintendent of insurance for the past 
four years in the commerce department, 
will return to insurance work. 

Mr. Longshore, a Mobile insurance 
man, was named commerce director at 
the beginning of the Persons adminis- 
tration last January. 








of the country. 


there are new prospects. 


nities for alert underwriters. 








Changes in Ways 


Just beyond the suburbs of one of the great eastern 
cities automobile drivers along the main highway have 
been seeing some fine herds of beef cattle grazing. One 
of the famous western ranches was shipping half-grown 
steers East to fatten them up within quick-reaching dis- 
tance of big-city markets. This was a new enterprise in 
marketing and a large sign along the highway acquainted 
the passing public with what was going on. 


New ideas are creating new enterprises in every part 
The question is: 
what is going on in the way of new enterprises in your 
territory and have these enterprises been present long 
enough to get a steady footing? 


The answer is that where there are new enterprises 
Changing conditions 
about new markets, and where there are new markets 
conditions change. And then there are changes in ways 
of earning a living. This brings added reasons for both 
personal and business insurance — and new opportu- 


THE PENN MUTUAL LIFE INSURANCE CO. 


MALCOLM ADAM 
President 


INDEPENDENCE SQUARE, PHILADELPHIA 
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Need for Research 
Funds Emphasized 
at A.L.C. Meet 


The need of universities for additional 
money for research was emphasized by 
Dr. Lennox G. Bell,-dean of the Uni- 
versity of Manitoba college of medicine, 
in his talk at the American Life Con- 
vention general session Thursday. 

“What is the future of young men 
trained in research under grants in aid, 
or under such generous fellowships as 
yours?” he asked, referring to fellow- 
ships granted by the Medical Research 
Fund. 

“The universities cannot afford to em- 
ploy them as full-time investigators and 
the average man feels that he cannot 
exist on the salaries paid to full-time 
research workers in most academic in- 
stitutions. Therefore, very often, just 
at the height of his usefulness and the 
full development of his skill, the re- 


search worker is obliged to turn to 
other fields. of endeavor,” Dr. Bell 
stated. 


Many to Teach 


He said many will seek teaching or 
administrative posts, while others will 
enter private practice, and a few will 
take positions with the pharmaceutical 
companies or in industry. Endowed 
research institutes within the universi- 
ties, the granting of block sums of 
money to well known groups of research 
workers by the National Research Coun- 
cil, are attempts to solve the problem, 
he asserted, but smaller universities are 
faced with tremendous difficulties in 
maintaining a sustained program of re- 
search, carried on by highly trained 
workers. 

It was pointed out that in Canada, 
the recent granting of federal aid to the 
universities will ease the situation some- 
what, but the additional money thus ob- 
tained must be spread over many areas 
where the need is great and research is 
only one of these. 

Dr. Bell praised the contributions 
that the life companies are making to 
medical research through the Medical 
Research Fund. He noted that of $2 
million spent in the.United States and 
Canada on hypertension, arteriosclerosis 
and intravascular thrombosis in 1947, 
nearly $600,000 came from the fund. 

“In subsequent years, others have 
followed your lead, so that the total 
amount available for this type of re- 
search is increasing,” he said. “How- 
ever, when you think that the annual 
budget of the Sister Kenny Foundation 
is $214 million, a sum devoted to the 
care of a few thousand patients with 
poliomyelitis, it would seem logical that 
much greater amounts should become 
available to study cardiovascular dis- 
eases which annually kill more Ameri- 
can citizens than were lost in World 
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War II—especially in a country where 
the national bill for distilled liquor is 
$5 billion annually, where waiters and 
waitresses are tipped $400 million 
yearly and where women spend $500 
million each year on cosmetics to make 
themselves attractive to men or to ex- 
cite the envy of other women.” 

Dr. Bell mentioned that Canadian 
Life Insurance Officers Assn., through 
its committee on public health, has long 
been active in giving financial assistance 
to many health agencies which other- 
wise could not have survived. More 
than $1 million has been contributed in 
this way over the last 25 years, he de- 
clared. Two years ago the association 
invited its member companies to par- 
ticipate in a medical research fellowship 
plan, he said, which resulted in an 
immediate response, so that now $50,000 
a year is available for medical research 
fellowships in Canada. 


Berkshire Ups Alcombright 


Berkshire Life has appointed Valmore 
E. Alcombright director of field service 
in its agency department. He joined 
the company in 1931 and has been con- 
nected with the Clucas agency of Berk- 
shire at Pittsfield as a personal pro- 
ducer and has made a notable record 
in that capacity. 





Prudential Alters 
Policy Rates 
Benefits, Forms 


Prudential has reduced premium rates 
for weekly and monthly premium pol- 
icies and regular ordinary policies is- 
sued at ages under 30, on all limited 
payment life plans and on endowments 
maturing in more than 20 years. The 
maximum reduction will occur at the 
juvenile ages. 

There will be no significant change 
in the net costs on the basis of the 
company’s 1951 dividend scale as a re- 
sult of the reductions because dividends 
will be reduced by a similar amount. 
However, where the amount of the 
first premium is an important considera- 
tion, the reduction may make it possible 
to place a more nearly adequate amount 
of protection than before. 


Interest Improved Outlook 


The reduction in gross premiums was 
made possible because of the “improved 
outlook for interest rates on invest- 
ments.” The company has also reduced 
rates for ordinary single premium pol- 
icies. Single premium policies will also 













Sale-Making News 


No one has to tell the housewife what 
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the high cost of living has done to her 
budget. She knows — better than anyone else. 


No one has to tell the family man what 
this means to his life insurance. He knows 
—better than anyone else—that, at today’s 
prices, the insurance he now owns will no 
longer buy what his family needs. He also 
knows that when it takes more money for 
groceries, it leaves less for new life insurance. 


What he doesn’t know is how little it costs to 
bring his insurance program up to today’s par 
with Occidental’s Income Protection policy. 


Big sales are made telling him this good news. 


<x 
Occidental Life 


INSURANCE COMPANY OF CALIFORNIA 
W. B. STANNARD, Vice President 








be available on 20-year endowment, en- 
dowment at age 60 and endowment at 
age 65 plans. 

Among other changes are the elim- 
ination of graded benefits in juvenile 
policies written outside New York and 
Canada, except at the youngest age, 
and the offering on most juvenile inter- 
mediate policies of a benefit providing 
for waiver of premiums in event of the 
death of the applicant. This benefit will 
require an additional monthly premium 
but will make the policy fully paid-up 
in event of the death of the aplicant 
at any time during the premium paying 
period. 


Falls Leaves 


Insurance Institute 


NEW YORK — Laurence E. Falls, 
secretary of Insurance Institute of 
America, will leave that organization 
Oct. 15, it was announced at the annual 
meeting here, to devote his time to op- 
erating his farm at Eagle Plains, N.C. 
Mr. Falls formerly was vice-president 
of American Ins. Co., and has been in 
insurance education 44 years. His suc- 
cessor was not-announced. 

Officers were reelected. One new gov- 
ernor was named, he being Charles C. 
Wright, vice-president of Springfield 
F, & M. Governors whose terms were 
expiring were renamed. 








Supervisors Hear Palmer 


H. Bruce Palmer, executive vice-presi- 
dent of Mutual Benefit Life, urged mem- 


‘bers of the New York City Life Super- 


visors Assn. to devote some time each 
week to civic and community work. In 
‘doing so, he said they could help to 
reduce or curb growing public accep- 
tance of the philosophy of “I can’t do 
anything about it,” when the public 


‘refers to things going on in social, po- 


litical or business life that it doesn’t like. 

Under the American system everyone 
can do something about it if they tackle 
big problems on the local level, he as- 
serted. Salesmen are in an _ enviable 


‘position to spread democratic ideas, he 


observed, because of their daily calls 
upon the public. If three million Ameri- 


‘can salesmen make 50 calls a year they 


make 150 million contacts, he said, and 
during them they can do the country, 
themselves ard their business a great deal 
of good. This applies to life insurance 
agents particularly, he declared. 

A. Robert Jacobs, John MHancock, 
president of the association, presided at 
the October meeting which opened the 
organization’s 25th anniversary year. 


Form Des Moines Law Team 


Sterling Alexander, formerly Iowa in- 
surance commissioner, and Richard W. 
Merryman, have formed a law partner- 
ship in the Equitable building at Des 
Moines under the title of Alexander & 
Merryman. Mr. Alexander is general 
counsel for National Assn. of Independ- 
ent Insurers. 
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H. G. Kenagy, vice-president of Mutual 
Benefit Life; and George Dunbar, super- 
intendent of agencies Mutual Life of Can- 
ada and a past president of L.I.A.M.A. 





Cleefon Sums Up 
N.A.L.U. Position 
on Section 213 


Agent's Actual Earnings 
Down: Sees No 
Danger of Over-Price 


In his first major talk since bec 
ing president of National Assn. of 


Underwrit- 
ers, Charles E. 
Cleeton, general 





agent for Occi- 
dental Life at Los 
Angeles, signaled 
that the major 
legislative empha- 
sis of A.L.U. 


this year will be 
placed behind revi- 
sion of section 213 
of the New York 
insurance law. He 
outlined compre- 
hensively the 
N.A.L.U. position 
in the matter, saying that the mem 
of his organization believe that the s 
tion is the bill which was introdu 
into the New York legislature last Fi 
ruary, which subsequently died by 
journment. He said that this prop 
law has the advantage of being un 
standable in place of the generally j 
comprehensible actuarial-legal lan 
of section 213. The N.A.L.U. bill d 
alike with companies operating un 
the general agency and managerial 
tem without giving the advantage 
companies operating through ma 
agers, he indicated. It results in 
treatment of agents, uninfluenced by 
question of whether the compan 
pens to prefer to operate throug 
eral agencies or branch offices, 
proposed law stipulates a definite 
clearly stated maximum scale of 
missions so that a company will 
it possible to establish a commissi 
scale without fear that the next y 
accounting will make the scale 
legal. Mr. Cleeton said _ that 
N.A.L.U. proposal makes provision 
modest apprenticeship allowances 
new agents, recognizing as vi 
does every other business that the 
man can scarcely hope to be fully 
supporting at the outset. 


Provides Security Benefits 


According to the N.A.L.U. leader, 
proposed law would permit a com 
at its option, to provide security 
fits in suitably limited amounts in 
tion to the payment of the stip 
commission scale. He commented 
since this would in such cases be ch 
against agency cost and 
some companies might find it imposs 
or inconvenient to include the costé 
security benefits and agency costs, 
is permissive not mandatory. The 
posed new law would permit 
increases in total permissible 
sion. While there is no whole-life 
mission rise, some increases w 
permitted on some of the lower-c 
sion forms. Companies desiring 1 
so would in many instances be 
to effect slight improvements in ¢ 
the renewal commission scale or 
service fee payable after the 
the renewal period. ; 

He commented, “The increase 1 
the proposed law would permit 
most, not great. In the opinion of 
sober and responsible field men, ® 
less than it should be. Nevertheless, 
majority feel that the proposed li 
along with permission to make 
pany contributions to security 
plans in addition to commissions, 
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be a happy compromise and a satis- 
factory adjustment. 

Mr. Cleeton said that N.A.L.U. mem- 
pers believe that the need for greatly 
increased agent earnings, growing out 
of the greater demands of the job on 
one hand and the lesser value of the 
dollar on the other are such that the 
pressure of need for increased commis- 
sions becomes paramount. 

He declared, “We submit that the 
life underwriter of today should benefit 
by the proposed liberalizations of the 
law on the grounds, first, that his job 
js more complex and he is worth more 
commissions and more earnings; second, 
that like all- others in these inflationary 
days, his dollars buy less than he needs 





and he is entitled to increases on that 
account. We believe the dollar income 


‘should be so adjusted that the man 


who continues to make the same con- 

ibution to the good of society which 

made 10 years ago will be able to 
joy approximately the same standard 
living.” 

“Mr. Cleeton said that when he came 
into the business 30 years. ago the job 

the agent was hardly more than 
eking out buyers and showing them 
wares. There were few advanced 
smen who possessed a great deal 
technical training but the require- 
ts were simple for the average sales- 
. He said that the agent’s job is 
h more because he must know 
much more and do much more. 

He termed equally the fact that the 
agent now needs more just to break 
even because his dollars buy less and 
cited the increased earnings that have 
come about in almost every other oc- 
cupation. 


Take-Home Pay Decreased 
He stated that there are some that 


incorrectly assume that the increased 


sales volume of life insurance has served 
to double the agent’s dollar income thus 
eabling him to hold his own in terms 
of real income. He said that N.A.L.U. 
figures show that the agent’s dollar in- 
come has not by any means increased 
suficiently to offset the diminishing 
buying power of the dollar. 

The speaker commented that a dis- 
proportionate part of the increase in 
life insurance sales has been on term 
and other low-premium forms, adversely 
affecting agents’ earnings. He termed it 
true that even when an agent’s produc- 
tion doubles and first-year premiums 
double, his total income does not double 
until his production has remained at a 
higher level for a sufficient number of 
years to allow his renewal income to 
pyramid fully. 

Mr. Cleeton stated, “Our final point 
is the frank admission that any increase 
in agents’ earnings may push upward 
correspondingly the cost of life insur- 
ance. But this calls for two comments: 
First, why not? The price of almost 
every other commodity and service has 
been materially increased to allow for 
higher costs per man hour. Second, 
even so, it is conceivable that increased 








C. A. Macauley, Detroit pension consult- 
it and retired Detroit general agent for 
#ehn Hancock; and M. B. Cederstrom, vice- 

tt and secretary of American Serv- 
iu. 
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agents’ earnings would not reflect in- 
creased costs to the policyholders. 

“To deal with the first point, we 
freely acknowledge without apology that 
the proposed new law may serve to in- 
crease the cost of life insurance. But 
so long as we do not price ourselves 
out of the market, and assuredly we do 
not want to do that, and assuredly there 
is no danger of that, we certainly do not 
think that this is any conclusive argu- 
ment against the proposed liberalization.” 

Mr. Cleeton dwelled on the analogy of 


other producers of goods and services 
who have increased their charges within 
reasonable limits and have not priced 
themselves out of the market. He said 
that the confidence that costs will stay 
within reasonable limits is not based 
upon provisions of the law of New York 
state, but rather upon the proved power 
of competition for keeping costs at a 
minimum and dollar values to the buyer 
at a maximum. The workings of this 
system is assured in any competitive en- 
terprise and life insurance is more com- 


petitive than any other enterprise, he 
commented. 

He said it is not conclusively certain 
that an increase in agents’ earnings 
would bring an increase in life insur- 
ance costs. Any increase will be spread 
over the life of the policy and will not 
be great under the proposed law. Any 
such increase might réadily be offset 
by nominal improvements in mortality 
or by inconsequential increases in inter- 
est earnings. He termed it often pos- 
sible to decrease the overall cost of an 





Get These EXTRA ADVANTAGES 
In Our PROSPERITY CONTRACT 


BOOST YOUR INCOME — BUILD A REAL FUTURE with this Liberal Agent-Planned Contract 


The Midland Mutual went right to its successful 
general agency men—straight to the firing line—for 
full cooperation in writing and planning this popular 
Prosperity Contract. The result is a contract that offers 
you what it takes to make an agency truly prosperous. 
It gets right down to brass tacks on the things men in 
the field really need. It gives the whole agency a big 


helping hand right from the start. 
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Other Benefits Help You Get and Hold Good Agents 


© Liberal first-year commissions 

© Monthly expense allowance 

© Extra Ist and 2nd year renewals 

© Continuous service fee after vested renewals expire 
© Attractive retirement plan 


@ Success-proven training plans 


Write RUSSELL S$. MOORE, Manager of Agencies, for agency details 


The MIDLAND MUTUAL 


Life Insurance Company 


250 E. BROAD STREET, COLUMBUS 16, OHIO 
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operation by increasing subordinate 
costs or even by introducing a new one. 
He cited as an example the firm which 
introduces a new pension plan and 
brings about improvements in morale, 
productivity, and turnover resulting in 
actual decreases in the unit costs of the 
firm. He continued the analogy saying 
that if improved agents’ earnings grow- 
ing out of liberalization of the New 
York law could bring about improve- 
ments in agent turnover, the results in 
reduced wastage might well offset the 
increased commissions and actually re- 
sult in a decrease in cost to the policy- 
holder. Improved agent turnover would 
serve to decrease policy lapse rates, as 
is generally considered probable, and 
the results in savings in wastage might 
far more than offset the increased com- 
missions and the results might decrease 
costs *to the policyholder. 


Restraint of Members 


Mr. Cleeton made the point that the 
average field man does not like to fuss 
with his friends in the home office and 
for that reason he may not have let the 
home office know the full extent of his 
feelings on the question of section 213 
revision. Many a field man feels that 
the home office people favor the pro- 
posed improvements on the New York 
law as much as he does, so typically the 
agent has not been screaming about 
section 213, but his restraint should not 
be mistaken for indifference and _ his 
comparative silence should not be ex- 
pected to prevail for as long in the 
future as it has in the past. 

He said that N.A.L.U. deplores the 
interaction of the various limits pro- 
vided by the present law. Though in- 


genuous and idealistic, the plan of in- 
teraction has a couple of practical dis- 
advantages. For one thing, a com- 
pany cannot comfortably allow as much 
in the way of commissions as it might 
desire and as might ostensibly be per- 
missible under the law because one 
set of limits might cross lines 

with another and then a margin for 
safety becomes desirable. These varia- 
ble and interacting limits have the 
result of giving great weight to the 
proportion of old business to new 
which prevails in any particular com- 
pany. In consequence, the company 
with a high proportion of old business 
to new business enjoys, in practice, a 
more liberal expense limitation than one 
with less old business or more new. A 
further consequence is that a com- 
pany’s limits thus vary from year to 
year as its ratios vary and it is a fact 
that it would be quite possible for a 
company to operate within its limits 
one year and find itself in violation of 
the law the following year with no 
change whatsoever in its practices or 
circumstances except a slight increase in 
the volume and proportion of new busi- 
ness. 


Mr. Cleeton told the company execu- 
tives, “You may feel this is primarily 
a home office problem, but it might be 
said of the man in the field that he feels 
that even if it is a home office problem, 
he is the fellow that finally picks up 
the check.” 


According to Mr. Cleeton, the present 
law makes no provision for ‘dealing with 
the problem of the new agent who needs 
and merits special treatment in his early 
months in the business. 

He commented that the present law 
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RESEARCH 


PAUL SPEICHER 


No words—no photographs—nothing less 
than holding it in your own hands can 
possibly give you an adequate apprecia- 
tion for the new George Rhawn “My 
Personal History and Family Record’ 
remembrance gift book. This is a gift your 
substantial client or center of influence 
will treasure all his life. He will show it 
with high pride and it will be cherished 
by his family for generations. 


As a personal and family document, “My 
Personal History and Family Record” 
will grow in value with the years—for 
it helps establish pension, social security, 
birth, baptism, marriage, death, ancestry, 
passport and other data. That is why 
underwriters like Loren D. Stark, CLU, 
Houston, Texas, call special attention to 
this book in lectures at Advanced Under- 
writer Seminars and why they personally 
use it in quantity lots. 


Heritage edition: bound in handsome, 
deluxe padded two-tone rawhide saddle 
finish cover, rounded corners, $5. Heir- 
loom edition: handsome, durable two-tone 
cordoba cover with blue and gold title, 
$3.50. Quantity prices on either edition. 
A. PRICELESS GIFT. WHEN YOU 
SEE IT YOU WILL AGREE. 
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has the effect in practice of requiring the 
agent to pay for his own pension and 
other security benefits. While it is true 
that many companies operating under 
the New York law have in recent years 
instituted pensions and other security 
benefit plans which have been and still 
are contributory, it is also true that 
the company’s contributions had to'be 
dug out of what had previously been 
earmarked for agent compensation, he 
declared. One way or another, the agent 
found his compensation cut accordingly, 
directly or indirectly, to pay for the 
pension plan under the law. 


Limits Are 45 Years Old 


He said the present law limits the 
compensation to the agent to an inade- 
quate amount, based on a level which 
was set 22 years ago and to all prac- 
tical purposes to a level which was set 
45 years ago. He declared, “During 
those intervening years, every other 
wage and salary ceiling of which we 
know has been broken through not one 
time but many. During those intervening 
years, the ability of companies not sub- 
ject to New York limitations to manu- 
facture and sell high grade, highly com- 
petitive life insurance merchandise has 
been abundantly proven. During those 
intervening years, the conspicuous suc- 
cess of companies able to reward their 
agency forces more liberally than per- 
mitted by the New York law has been 
the talk of the industry on more occa- 
sions than one.” 

The N.A.L.U. president said that an- 
other weak link in the agency system is 
the practice of some companies to allow 
solicitation by new agents who have not 
been given even fundamental training 
before being sent into the field. He re- 

| ported that attempts of N.A.L.U. to get 
through model qualification bills in 17 
state legislatures last year were frus- 
trated almost completely, but that the 
association will continue attempts until 
every state in the union requires some 
evidence of fundamental proficiency of 
a new agent. 





Program Given for Zone 3 
Chattanooga Roundup 


The program has been lined up for 
the zone 3 meeting of N.A.I.C. at Pat- 
ten hotel, Chattanooga, Oct. 16-17. 
Commissioner Allen of Tennessee, the 
chairman, is hospitalized and will not 
be able to preside as chairman. Mayor 
Olgiati of Chattanooga is scheduled to 
give the welcoming talk, and the re- 
sponse will be by Commissioner Lar- 
son of Florida. Then there is slated for 
discussion the question of whether the 
new A. & H. standard provisions bill 
should be enacted and, if so, how it 
will modify the provisions of the third 
edition of the official guide. 

A sight-seeing tour is on tap for that 
afternoon and a reception and banquet 
for that evening. 

The next morning there will be a dis- 
Should the application fee 
of A. & H. insurers be refunded pro 
rata if a company elects to cancel before 
the policy is carried a given period of 
time? Also credit life insurance, There 
is to be a luncheon for the ladies at 
the Fairyland Club and an executive 
session in thé afternoon. 











Mr. and Mrs. W. J. Cameron. Mr. Cam- 
eron is president of meme Life of New 





York. 
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Nctober 12 

Colonial Convention Draw C 

150 to White Sulphur clo 
There were more than 150 mana 

field managers and agents aiund Sales. 

annual convention of as Life T 

White Sulphur Springs, Va. Fj nto 

lowing the opening of Pig ‘conventig 

by James G. Bruce, vice-president The day 

secretary, President Richard B. Evagby Willy I 

outlined the satisfactory progress of ¢ 

company and said that insurance in fg 

has increased to $265 million. 

Mr. Bruce described the modifica 
in the plan of compensation on we@ 
premium business. Now the collect 
commissions for Colonial Life age 
will be increased to 14% of the 
miums collected on their weekly 
mium debits. Mr. Bruce also descri 
the’ more liberal hospitalization 
surgical benefits that are now avail 
under the group coverage on the liyg 
of Colonial employes and dependen 

Mr. Bruce was monitor of a pam 
sesion on the company’s newest 
aid, the house of security calculator, 

To H H nhei dence of c 
o Honor Heppenheimer Willy Lon 
President Evans described the termpfessional fi 

of a resolution by board members ito their cal 

inaugurate a special production effortif of the true 

honor of Ernest J. Heppenheime§ tion, men ° 

chairman. Mr. Heppenheimer is the lagdiate rewa! 

surviving founder of the company ang the profess 
was president for 37 years until he bf So spoke 
came chairman in 1943. He has directe! of Bankers 
the company for the 54 years of it general ses 
operation. beautifully 

Mr. Heppenheimer and Eric Johnseuf sions and 
newly appointed vice-president which he i: 
Colonial Life, spoke briefly at the ref Mr. McC 
ception and banquet. Robert L. Baer intelligent 
assistant to the agency vice-president ligently an 
described a 13- week experiment conf ness of the 
ducted in two of the company’s brancif tomorrow — 
offices, which were raised from a ven} knowledge 
low level of production to outstanding tion of hur 
records. James E. Mitchell of the audit cal ability. 
ing firm of Peat, Marwick, Mitchell well be th 
Co., stressed the financial strength of who is not 
Colonial Life Mr. Bruce brought ov will not at! 
the elements essential to life selling i Challenge 
the closing message. 

There was a reception and luncheomf The spe 
for members of the President’s Club anif great chall 
the Clic Club. forces sO _ 

in satisfact 

M plishment, 

Harrington Heads gation int 
: : e aske 

Economics Society lead them | 
TORONTO — Insurance Economics oe 

Society at its annual meeting here this pride in a 

week elected as president Frank L. Harf their fife 

rington, president of Massachusetts Prof children e 

tective and Paul Revere Life, and a} their sunse 

vice-president Travis T. Wallace, press} Wr Me( 
dent of Great American Reserve. _ | theme tha 

Mr. Harrington succeeds R. J. Wet company 1 
terlund, president of Washington Ne delity, eco 
tional, who was elected to the executire ment and 
committee. : due. He 

Others elected to the executive com} those who 
mittee are Frank Vanderbrouk, president SMe for _, 
Monarch Life; James E. Powell, vice trust. He 


president Provident Life & Accident, responsibil 
and J. E. Hellgren, vice-president Lum] the accom 
bermen’s Mutual Casualty. has varied 

E. H. O’Connor, managing directot,} past, the | 
gave his report on 1951 legislative ft] other busi 
sults in the field of sickness compensa] the value 
tion and discussed the problems that} Little atte 
may arise in 1952. sold the p: 

Considerable time and discussion Wa} Mr, Mc( 
given to the further development of 4} istics of 
broader educational program and : replacing | 


stronger legislative front at both sta 
and federal levels. 





Prudential Loans on Coast 


Prudential through its western home 
office approved $1,506,475 Los An 
real estate loans in ‘August, “7 
total commitments for the first eg 
months to $12,993,700. Pies 

The California total for August 3 
$13,287,560, of which $12,068,160 
residential, $810,000 commercial | 
$409,4(*) farm; for the 11 western states 
and Hawaii, $16,458,178, with $14,685; 
588 residential, $974,540 commercial 
$789,050 farm. 
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McConney Sees 
zaadalesmen Coming 


‘Va into Their Own 


conventig 
sident 
B. Eva 
ress of f 
ce in fog 





managg 













The day of the sales type represented 
by Willy Loman, the main character in 
the play, “Death of 
a Salesman,” who 
was described as 
“a man way out 
there in the blue, 
riding on a smile 
and a shoe shine,” 
has passed. Today 
the field force is 
not a mere market- 
ing body, it is the 
main medium of 
public relations, it 
is in the forefront 
in the battle for 
free enterprise. It 
is the visible evi- 
dence of competition. In place of the 
Willy Lomans there is arising a pro- 
the termpfessional field force, men who apply 
-mbers t§to their calling the standards and ethics 
1 effortig of the true professional in every voca- 
enheime§ tion, men who set service above imme- 
is the laf diate reward and respect the honor of 
Pany ang the profession. 

til he bef So spoke E. M. McConney, president 
s directef of Bankers Life of Iowa, at the A.L.C. 
rs of if general session in a speech heavy with 
beautifully appropriate literary allu- 
sions and the Scottish folk-stories for 
which he is celebrated. 

Mr. McConney feels that the trained, 
intelligent field force must be led intel- 
ligently and so he feels that the useful- 
ness of the top executives of today and 
tomorrow will depend much more upon 
| knowledge and skill in the administra- 
tion of human beings than upon techni- 
i} cal ability. He commented, “It may 
well be that before long an executive 



















MeConney 





E. M. 




















4} who is not trained in man-management 
uf will not attain top management.” 

selling if Chattenge of the Field Force 

luncheof The speaker said that one of the 

Club ani great challenges is to improve the field 
forces so that they will live lives rich 
in satisfaction, and a sense of accomp- 
plishment, in income and in happy inte- 
gration into the whole social structure. 
He asked further, “Shall we not also 
lead them out of the mass of anonymity 

. . | so that they may have a pride given to 

ere ail few people in our modern world, a 

rere tis} pride in achievement as they look at 

L. Har} their life work, homes kept together, 

etts Prot children educated, old people enjoying 

and i} their sunset days?” 

€, préssf Mr. McConney dwelt strongly on the 

€ || theme that the responsibility of life 

J. Wet company management goes beyond fi- 

ton Ne} delity, economical and efficient manage- 

xecutit} ment and payment of proceeds when 
due. He said it extends definitely to 

ve ore those who in the first place are respon- 

reside sible for creating and adding to the 

Hi, viet} trust. He indicated that the sense of 

\ccidetl} responsibility of the life companies for 

it Lum} the accomplishments of the field force 
has varied widely over the years. In the 

directot,| past, the life insurance business as all 

tive fF other business was judged primarily by 

mpens-} the value and integrity-of its product. 

ms that} Little attention was paid to those who 

: sold the product. 

ion was} = Mr. McConney outlined the character- 

a | aise of the new professional who is 
replaci i i 

h oe placing the Willy Loman. There is 

past 

n homie 

Angele 

rin 

te 

ist 1 

50 

al 

1 states} . 

Pe From the John Hancock: G. D. Bleicken, 

ial associate counsel; R. E. Slater, controller; 
and 0. R. Brown, manager of the tax 

ment, 











selection first of all, he said, on the part 
of the company as well as of the pro- 
fessional man. The company does not 
want in a field force people who do not 
have basic aptitude for selling or who 
are not intelligent enough to thorough- 
ly analyze human needs for life insur- 
ance. “We have no moral right to use 
any portion of anyone’s precious years 
of active life in an occupation into which 
he does not fit with profit and personal 
satisfaction. He said the professional 
salesman of today brings fidelity and 
integrity to his calling. He expects to 


esty, 
courage. 


build for himself a reputation for hon- 


The professional man expects to be 
trained even down to his diction. Only 
a trained man can approach his client as 
an equal offering full value of product 
and service. Otherwise he is but a sup- 
pliant seeking a bone. 

Mr. McConney commented that sell- 
ing in a professional manner is only a 
few years old and its course is not yet 
well charted. 
practiced as its older professions were 





of old, by study and practice at the 
same time, the old apprentice system. 
This takes longer, of course, but the 
true professional is one who studies and 
practices eternally. Knowledge has to 
be yoked with good old-fashioned work, 
mental work, to be remunerative, and 
thinking and planning, therefore, are the 
sum total of training, he declared. 

The speaker indicated that the profes- 
sional man expects to be compensated 
for his ability, his training and his dili- 
gence rather than for a smile and a shoe 
shine. 


fair- dealing, self-respect and 


It is necessary that it be 
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says Mrs. C. J. Stofferan 
Spokane, Washington 


Carl Stofferan became associated with the 
Minnesota Mutual September 15, 1947. His 
first full year’s Paid Business total, $457,130, 
showed that he was on the road to success. 
Carl is a member of the Company's "M” 
Club for persistency. He has been on the 
App-A-Week Club for 189 consecutive 
weeks and is a “Millionaire” having more 
than a million personally written business in 
force. He was also named one of the 
Company's top 25 producers for 1950. 


Carl attributes his spectacular selling success 
to the Company's Organized Sales Plan 
and especially recommends the new, revised 
Success-O-Graph* used exclusively by many 
Minnesota Mutuailities. 


*reg. U. S. trademark 


Organized 188Q 


The Minnesota Mutual 
Life Insurance Company 


SAINT PAUL 1, MINNESOTA 


































“Twenty-two years is a long time to work for somebody else when all 
the time you're yearning to be your own boss! That’s how Carl's 
hobby, figure skating, influenced him to ‘strike out on his own.’ It was 
his chance of earning a livelihood and it would allow him greater 
personal independence. Since Carl had passed the proficiency tests 
the next step, naturally, was to turn professional. To complete the 
transition we decided to move from Chicago to Spokane as we'd 
always thought of the West as a desirable place to live. 


“Carl's skating career was going ‘full speed ahead’ when we were 
fortunate enough to see the Success Bond Story demonstrated. Being 
in the entertainment field is exciting, but very often with advancing 
age there is a decline of achievement with correspondingly lowered 
income and the ‘Story’ held a lot of appeal for us. We knew, while 
Carl was considering changing careers, that this was probably the 
most important decision in our whole lives so we considered the matter 
very carefully. 


“Insurance won out! We feel we have chosen wisely and our increased 
income happily proves that we are on the upgrade. The more we 
learn the business the more our appreciation grows and we are par- 
ticularly glad that we were guided to The Minnesota Mutual. Carl 
realizes that his Company's Organized Sales Plan, its many wonderful 
sales tools and all the forethought given the agent takes the anxiety 
out of his work and | am especially grateful for the unity that exists 
Between all the personnel of the organization. 


“| always feel this very keenly after each convention trip. The good 
will that is always expressed in the agency adds up to fun and profit 
and it’s a wonderful atmosphere in which to work. 


“It’s been real fun being a member of the Minnesota Mutual family! 
Never before in such a short time have we gone so many places, seen 
so many things nor met so many fine people. Words are inadequate 
to express the enjoyment and satisfaction that go with this experience. 
“Comparing notes with other Minnesota Mutual wives, | find that our 
experience is neither unusual nor extraordinary. Our only regret is 
‘why didn’t somebody tell us these things’ many years ago?” 
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| want to know how C. J. Stofferan does it. | may 
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Life insurance in force exceeds $340,000,000.00 
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Prudential Boosts 
lst Year Ordinary 
Commission Scale 


An increase of 10% in the first year 
commission scale on ordinary policies 
has been announced by Prudential. The 
increased commissions are applicable 
on ordinary policies of $5,000 or more, 
and become effective Oct. 15. 

The increases are applicable to all 
representatives of the company’s 91 
ordinary agencies, including brokers 
and surplus writers, throughout the 
United States, Canada and Hawaii. 

Prudential has been paying commis- 
sions starting at 20% on 5-pay life 
graduated up to 50% on policies involy- 
ing 28 or more annual payments. 

From an industry viewpoint, the in- 
crease brings Prudential in line with 
other large companies, licensed in New 
York, most of whom have been paying 
55% first year commissions on straight 
life. There are few companies, espe- 
cially among those that take brokerage 
business, that haven’t brought their first 
year straight life commissions up to 
55% in recent years. The increase, it 
should be noted, is a percentage jump, 
not a flat boost of 10 points in the 
scale. 


Look to L.O.M.A. Institute 
for Managerial Material 


Life insurance management must look 
in large part to those taking the educa- 
tional courses of L.O.M.A. Institute 
for trained supervisors and managerial 
material, Charles Mears, secretary of 
New York Life, told the Society of 
L.O.M.A. Graduates at its first fall 
meeting at New York. 

Educational facilities in the life in- 
surance business have increased ma- 
terially in recent years through these 
courses, Mr. Mears said, and they have 
done much to give life insurance per- 
sonnel a better insight and knowledge 
of life insurance. He said education 
should have a broader meaning than 
mere job training or education in one 
particular field and could profitably ex- 
pand even to such fields as community 
affairs, public life and _ recreational 
activities. 

John Jarman of Prudential, president 
of the society, announced four new 
courses which the organization is mak- 
ing available for members and, if there 
is room, for L.O.M.A. students as well, 
They are: Conference Leadership, under 
Donald Hyer, Mutual Life; Letter and 
Report Writing, under Mr. Jarman; 
Public Speaking, under Thomas Fla- 
herty, New York Life; Office Manage- 
ment, in preparation for the L.O.M.A.I. 
examinations, under Norman Shutman, 
Mutual Life. 





Taggart Again Millionaire 
Grant Taggart, California-Western 


States, Cowley, Wyo., has pased the 
million dollar mark in paid business 
to insure himself membership in the 
Million Dollar Round Table, a feat 
he has accomplished every year since 
1933. At the end of July, Mr. Taggart 
had paid for $1,200,000 on 27 lives, de- 
spite a heavy speaking- schedule. The 
former N.A.L.U. president and former 
M.D.R.T. chairman first qualified for 
M.D.R.T. in 1925 and atained life mem- 
bership in 1933. 


Many Wives in Attendance 


An unusually high percentage of 
wives was on had for the A.L.C. meet- 
ing at Toronto. While the total atten- 
dance was a little lower than the usual 
Chicago meeting figure, there were 
about 50 more wives present than last 
year’s Chicago figure. There was not 
only the attraction of a trip outside 
the U. S. but also the chance to be on 
hand for the visit of Princess Elizabeth 
and her husband. 


Conn. Mutual Coffir 
Month Sets Record 


The largest volume of business in 
month in Connecticut Mutual Life’s hig 




















tory was written in September in bureat 
anniversary effort sponsored by the fidife indicz 
force to honor Vincent B. Coffin, snigfye adult 
vice-president, on his 20th anniver, every 
with the company. The total for ti, 1850 th 
month was $39,104,652, which toppaid and o1 





the September, 1950, volume by $17 
934,652. 

Theme of the anniversary effort w 
“A Toast to Vincent Coffin.” A tes 
monial dinner in honor of Mr. Cof 
will be held at Hartford Oct. 31. 
leading agents, general agents 
supervisors will represent the field 
that time. 


A.M.A. President-Elect 


























Tells His Platform S 
WASHINGT ON—Dr. Louis 7 them or | 
Bauer, Boston, president-elect Americay| ad 


Medical Assn., told District of Columb consume 
Medical Society that physicians, itt. &very 
order to combat the “continuing threat'f omebody 
of socialized medicine. should stronghfiig clot 
support voluntary prepayment healtif eded fo 
and medical care plans, which ar 
rapidly growing; extension of such plan 
to persons age over 65 and to individuals 
and groups, and protection against caias. 
trophic illness. 

Dr. Bauer warned that unless the 
medical profession moves fast “the so 
lution will be taken out of our hands,” 

Dr. Michael M. Davis. chairman ex 
ecutive committee, Committee for the 
Nation’s Health, says the provision inf At the sai 
the revenue bill allowing deduction offiof older : 
medical expenses exceeding 5%! of im§gided in 
come to persons over 65 would benefith as long a 
only one to 1% «million, compared tof Unless 
the total of 11 million persons that agefin mind, 
The other 9 to 10 million, Davis says instead o 
pay no income tax. serting tl 


ae and more 
Asks Commission on Deal 


an easy 
ST. LOUIS — Edwin E. Stith, af % 40%! 
broker, has filed a suit in St. Louis cit ietiremen 
cuit court in an attempt to collect a pany’s 1 
commission of $129,500 on the sale i states tha 
June, 1950, of Commonwealth Life &F icefu af 
Accident of St. Louis to American Nef gt the 3 
tional of Galveston for $3%4 million. want con 
Stith states in the suit that in July} ptiremen 
1949, Nathan S. Bender, then the pri} vant eitt, 
cipal stockholder of Commonwe jobs as 1 
promised him that he would be paid 4) mentally 
reasonable commission if he helped Py able ¢ 
sell the company. Later, through vate F pours or 
ous inquiries, Stith claimed he discov} The sury 
ered that American National could be § four men 
interested and he immediately relayed } somethin 
that information to Bender. The ré 
He seeks a payment of 314% of the 
sale price. 
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Evans Cal. Group Supervisor 


Great-West Life has appointed Wil 
liam M. Evans group supervisor for 
California, with headquarters at 
Angeles. He has had nine years ex 
perience in the group field. 


John H. Greene has been named dis 
trict agent for Northwestern Mu 
at Little Rock. 



































E. H. Speckman, president of Kent C 
Central; H. C. E. Johnson, presi 
























terstate Life & Accident; and Peyton John E 
Jones, secretary of Bankers Health & Life Life, sia 
of Macon. All three are past presidents Ce 


Life Insurers Conference. 
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orthwestern Natl. 
indings on Aged 


Figures substantiating the mounting 
oblem with respect to the aging pop- 


imation, released by the family econom- 


bureau of Northwestern National 


cs 


ife indicate that today there are only 


e adult workers in the United States 


Mor every person 65 years old or over; 


ind by 1950, five to one. 


Louis 
America 


icians, i 
ng threat’ 

strongly 
nt health 
hich ar 
such plans 
individuals 
inst caias. 


1850 there were 11 workers 16 years 
Md and over for every oldster. In 1900 
he proportion was nine workers to one 
nidster; in 1920, it was eight to one; in 
930, seven to one; in 1940, six to one, 
The report 
adicates that in another 10 years, under 
wrent population trends, there will be 
proximately four people at work for 
yery person 65 or over. i 
With medical science and improved 


conditions enabling more people to live 


past 65, at the same time more oldsters 
we retiring from useful work, says the 
report. Simply voting the old people 
more dollars is no solution, either for 
them or for the nation, the report ob- 


uBserves, adding that old people do not 
WEconsume dollars—they consume goods, 


like €very one else. It is stated that 
somebody has to produce the extra 
food, clothing, shelter and other things 
needed for their comfort. 

Therefore, any practical program of 
security for eur aged must face two 
basic requirements, says the report: 
(1) Production of goods and services by 
our young and middle aged people must 
be expanded much further, through in- 
dustrial progress, so there will be a 
greater margin left over from the work- 


‘Ber’s own needs, to take care of the 


older members of our population. (2) 
At the same time our increasing millions 
of older people must be permitted and 
aided in maintaining a productive rate 
as long after 65 as possible. 

Unless these basic realities are kept 
in mind, the problem will grow worse 
instead of better, says the report, as- 
serting that although passing out more 
and more government dollars looks like 
an easy solution, it only means that 
each dollar will buy less and less. 

In referring to a recent survey of the 


it retirement aims of 3,000 of the com- 





pany’s male policyholders, the report 
states that most Americans want to stay 
useful after age 65. ‘Results show that 
of the 3,000 policyholders only 24% 
want complete leisure when they reach 
retirement age. The remaining 76% 
want either to keep on at their present 
jobs as long as they are physically and 
mentally capable, or else to be financial- 
ly able to ease up a bit, with shorter 
hours or in some lighter occupation. 
The survey concludes that three out of 
our men want to keep right on doing 
something useful after age 65. 

The report emphasizes finally that 
sich responses further point out the 
need for all retirement programs, wheth- 
er based on life insurance, industrial pen- 
sions or government payments, to be 
made highly flexible in their provision 
for actual retirement from work. 


Irl B. Jackson, associate general agent 
at Massachusetts Mutual, Cincinnati, 
and Mrs. Virginia L. Preston were mar- 
tied there. Mrs. Jackson formerly rep- 
resented Massachusetts Mutual when 
Mr. Jackson was general agent. 








president of Ohio National 
ohn Lloyd, vice-president of 
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Further Study for 
Kilday Bill 


To allow more time for life insurance 
interest to study and analyze the Kil- 
day bill for benefits to survivors of 
armed forces members, the Kilday sub- 
committee decided to report to the full 
House armed service committee next 
January. Meanwhile Rep. Kilday intro- 
duced a rewritten bill approved by the 
subcommittee, based on testimony that 


THE summons comes in the mail, and the people go 


forth to answer. 


The clerk leaves his counter, the executive his desk, the 
mechanic his factory, the housewife her kitchen. For a little 
while, and not without reluctance, each lays aside his work 
and his business, for a weightier business calls him. 


Now he must decide a man’s fate. 


“Do you solemnly swear that you will well and trul 
and a true deliverance make, in the case of The People 


against John Doe, so help you God?” 


“I do,” says the clerk, the executive, the mechanic, the 


body took. 

The committee received word from 
National Assn. of Life Underwriters 
that it would appreciate the opportunity 
to appear on the bill before the full 
committee. That will be afforded next 
year. 

Life Insurance Assn. and American 
Life Convention have filed a preliminary 
statement with Kilday. Both groups re- 
portedly plan a fuller presentation that 
will analyze the bill from an objective 
actuarial standpoint. 

The new bill provides for deductions 
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ranging from 75 cents to $3 per month 
from service personnel pay as contribu- 
tions to the survivors benefit fund. 


Honor Mrs. Shugart 


Mrs. Lena Alexander Shugart, newly 
elected director of Woodmen Circle was 
honored’ by the district organization of 
the fraternal at Corsicana, Tex. The 
ceremony included a luncheon and ini- 
tiation and both a morning and after- 
noon program. Mrs. Shugart is state 
supervisor of northeastern Texas. 


Fle well and truly tries 


The future that hangs in the balance here is mine. 


The accused man might be me. If he is innocent, 

I must save him, as 1 would want to be saved. 

If be is guilty, I must save my children, my neighbors 
and myself from others like him. 


1 am here to see that no wrong is done, 


either by many men to one man, or by one to many. 


5] 


I must be careful and wise as never before, 
for the verdict I will vote on here is whether I the clerk, 


I the executive, 1 the mechanic, I the housewife, 


am good enough to make freedom work. 


housewife. And they sit down in the jury box, awkward in 
their Sunday best, to hear the story of a stranger in 
trouble, who is no concern of theirs . . . 


Or is he? Suddenly through the rattling of the hard words, 
through the clatter of questions, answers, motions, 
objections, there comes to each juror a 

small voice saying: This is my concern. 


You can see a change come upon the face of a juror who 
has heard the voice. And when at last he goes with the others 
into that small, locked room to seek the truth, he takes 
with him one truth never to be forgotten. He has 

learned that the ways of freedom are strenuous ways, 

to be enjoyed only as long as all men well and truly try. 


MUTUAL LIFE INSURANCE COMPANY 
BOSTON, MASSACHUSETTS 
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ENGINEERING THE SALE 


Outlines Group Approach 
to Salary Allotments 


first if they would like to add group 
insurance. Mr. Keating said the natural 
reply would probably be, “We would 
like to have it, but we don’t have 
enough employes to buy it.” 

He would then offer to the employer 
a formula applicable on the theory that 
the employer could qualify for group 
insurance for 15 employes. In the con- 
ditional formula, the 15 employes are 
divided into groups A, B, and C. Say 
that 10, with $2,000 group life are 
placed in factory group A, three, with 
$3,500 group life, would be placed in 
supervisory group B, and two employes, 








An indirect approach that will help 
agents get their share of salary allot- 
ment business was outlined by A. J 
Keating, group consultant at Chicago, 
at a meeting of the Pyramid Club of 
Continental Assurance at Chicago. 

According to Mr. Keating, to gain 
their share of salary allotment agents 
must not necessarily be located in a 
metropolitan area with attendant large 
corporations “They need only to have 
access to small firms with too few 
employes to qualify for group insur- 
ance.” Agents were advised to approach 
owners of small firms and ask them 





YOU BET I’M HAPPY! 
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_ Dad just had a talk 
| “with our Beneficial Life 
Agent and started a 






David 0. McKay, Pres. Salt Lake City, Utab 








GRIFFENHAGEN & ASSOGIATES 


Established in 1911 
CONSULTANTS IN MANAGEMENT 
Take pleasure in announcing the admission, 


as a member of their organization, of 
DR. J. OWEN STALSON 


Dr. Stalson will participate in the firm’s professional practice 
in the insurance field. He will continue in his posts at Columbia 


University, where he is Director of the Life Insurance Man- 





agement Research Center and Associate in Insurance at the 
Graduate School of Business. 
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with $5,000 group coverage would be 
placed in office group C 

For the three groups, the average 
premium would run about $1.50 per 
month, per $1,000. The agent could then 
point out to the employer that he would 
pay $3 per month, per employe, or $30 
per month for factory group A. Pay- 
ment would average about 2 cents per 
working hour. In supervisory group B, 
the employer would pay $5.25 per em- 
ploye, or a $15.75 monthly total, aver- 
aging about 3 cents per working hour. 
Office group C would cost $7.50 per 
employe, or $15 per month, with an 
average of about 4% cents per hour. 

The total cost for Mr. Keating’s for- 
mula would be: $30 for group A, $15.75 
for group B, and $15 for Group C. Total 
cost for the three groups would be 
$60.75 per month. The employer should 
then be asked whether or not he would 
agree that these figures “reasonably re- 
flect the amount you would be happy to 
pay for group insurance if you could 
get it.” 


Insurance Raise Impressive 


At this point, Mr. Keating would tell 
the employer that if raises of 2 cents, 3 
cents, and 4% cents were granted to 
the three groups, they probably would 
not create the desired effect because of 
their insignificance, whereas, the same 
amount, granted in insurance, would. He 
then said that although the employer 
is agreeable to spending $3 per month 
for group A, $5.25 per month for group 
B, and $7.50 per month for group C, 
the employer would naturally not want 
to furnish protection without some con- 
tribution from the employes themselves. 

Then, “If the employer agrees, you 
have the perfect sales talk to give the 
employe.” 

The agent should ask the employe if 
he would buy $2 worth of insurance 
“for a buck.” At this rate, factory 
employes in group A would receive $6 
worth of insurance for $3, for $10.50 in 
coverage group C would pay $5.25, and 
group C would receive $15 worth of 
insurance for $7.50. 

It should then be pointed out to the 
employe that he would have full owner- 
ship of his own permanent policy with 
all benefits of cash, paid-up, and ex- 
tended coverage. It should be made 
clear, Mr. Keating said, that if the 
employe leaves his present place of 
employment, he can assume the em- 
ployer’s share of the premium, or pay 
the same premium he has been paying. 
As long as he remains, however, his 
employer is paying half of the pre- 
mium. 


Advantages of Formula 


“Thus,” Mr. Keating stated, “I am 
merely supplying life insurance at 1/12 
of annual rates if taken from the pay- 
roll, and a further reduction of 50% 
of the cost to the employe by using the 
amount of money the boss would have 
spent for group term if it was available 
to his firm.” 

He added, “The agent now has ‘15 new 
customers, and if he writes general 
lines, he can avoid writing additional 
coverage only if he hides.” The by- 
products, Mr. Keating concluded, usually 
equal in commissions the amount de- 
rived from the salary savings plan. 
At the same meeting, Beecher C. 
Swain, general agent at Hartford, dem- 
onstrated the importance of a retirement 
income by referring to a survey that 
showed that out of an average group of 
100 men at age 25, only 5% can retire. 
Sixty-four of the 100 men are living at 
age 65. Of the 64, only one is wealthy, 
four are well-to-do, five live on their 
earnings, and 54 are not self-supporting. 
“This means,’ Mr. Swain said, “that 
while 36 have died physically, 54 have 
died financially.” 


Elected by Safety Council 


The more than 12,000 persons who at- 
tended the National Safety Congress at 
Chicago this week heard a number of 
insurance men explain what the business 
is doing to further safety and accident 
prevention in industry. 

Elected as_ directors 








of National 






























Safety Council were Henry E. No 














vice-president, and Dr. George 989 At 
Wheatley, 3rd_ vice-president, Met 3 
politan Life, and Thomas I. Parkin plon1 
president of Equitable Society. , 
Metropolitan Life was among the Coloni: 
organizations which sponsored exhi : Es 


tion booths. The company explair 
what it has been doing to further indy” 
trial safety and made many valuaffe 
brochures available. 













Selection Interview Blueprint, py 
lished by the L.LA.M.A., will be py 
lished in French by Montreal Life, 
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0) Attend Convention of 
slonial Life in W. Va. 


















eee the g Colonial Life held its annual conven- 
ored exhjgon at White Sulphur Springs, W. Va., 
Ly explainglls week, A one-day seminar for the 
urther inggompany’s managers and home office 
any valu psonnel who are alumni of the school 

n agency management followed. 

Attendance by the field force was on 
eprint, py production basis. More than 150 
will be pggeaagers, field managers, and agents 
eal Life, pualiied. 


Court. 


Ww 


; a 
1 Pays off —~ 


James G. Bruce, vice-president and 
retary, opened the sessions with 
reetings. Richard B. Evans, president, 
x%ke on “The Current Situation,” and 
lined the progress of the company. 
this year promises to be the biggest 
in history,” he stated. 

Modification in the plan of compensa- 
ion On weekly premium business was 
mounced by Mr. Bruce. Collection 


Sb omissions will be increased to 14% 


inest 
NG PAPERS 


irner, emi- 
tor of our 























nf the premiums collected on weekly 
pemium debits. He also stated that 
more liberal hospitalization and surgical 
benefits would be available under the 
ompany’s group coverage on employes 
bnd dependents. 

“Prospecting for the House of Secur- 
"Bi, Calculator” featured a panel of three 
“By field men, with Mr. Bruce as moni- 
pr. Each man related his successful 









“Hmethod of securing prospects. 


President Evans announced a special 
production effort, sponsored by the di- 
tors in honor of Judge Ernest J. 
Heppenheimer, chairman. Judge Hep- 
nheimer is the last surviving member 
the original founders of the com- 
my. At a reception and banquet, 
dge Heppenheimer and Eric Johnson, 
wily appointed vice-president of Col 
nial Life, spoke briefly. 











strong Publicity Staff 


Besides W. H. Faltysek, A.L.C. pub- 
licity director, the daily and trade paper 
publicity is handled by Ross Cameron, 
Toronto advertising man who takes care 
of Canadian Life Officers Assn. Publici- 
ty; Dudley Martin, director of press 
relations of Institute of Life Insurance, 
and Chester C. Nash of the J. Walter 
Thompson advertising agency, which 
handles the institute advertising account. 
Robert Hutchings of the Thompson 
agency helped out with the advance 
releases at the Chicago headquarters. 


No. Am. Re. to Move 


| North American Reassurance will 
lmove to the Chrysler Building East 
irom its present offices at 110 East 42nd 
street. The Swiss Reinsurance group 
companies of which North American 
isa unit, have taken a lease on the 29th, 
th, 3ist and 32nd floors of this build- 
ig, which is a companion structure to 
Mthe Chrysler building. The building is 
scheduled for completion in November 
and the Swiss Re companies will move 
in shortly thereafter. 


Todd to Speak 


John Todd, Northwestern Mutual, 
Chicago, will lead the Pittsburgh C.L.U. 
ina forum on excessive taxation, busi- 
Ness insurance, inflation and life insur- 
ance in another leg of his tour around 
the country. 





































E C. McDonald, 2nd vice-president group 
administration ; and Charles G. Dougherty, 
tnd vice-president, both of Metropolitan; 
| and Leighton Foster, general counsel 


R. 
Canadian Life Officers Assn. 





Julian Anthony, president of Columbian 
National Life and vice-chairman of the 
A.L.C. financial section; Mrs. Anthony; 
and V. B. Gerard, treasurer of Common- 
wealth Life and secretary of the financial 
section. 








Peter Joins Commonwealth 


Cary Peter has joined the home office 
of Commonwealth Life as supervisor of 
agencies in the ordinary agency depart- 
ment. He entered life insurance in 1946 
as a personal producer. He joined Re- 
liance Life later that year as agency 
supervisor and moved to its home office 
in 1948 as assistant director of training. 
In 1950 he was promoted to agency 
assistant and lately has been manager 
of its Philadelphia agency. 


A.L.C. Staff Roster 


American Life Convention staff was 
represented at Toronto by R. L. Hogg, 
executive vice-president and_ general 
counsel; Ralph H. Kastner, associate 
general counsel; Alfred N. Guertin, 
actuary; W. Lee Shield, counsel; Irving 
V. Brunstrom, attorney; Ida Weber, sec- 
retary; Lillian Wille, assistant treasurer; 
William Faltysek, publicity director; 
Lyle Workman, administrative assistant, 
and Betty Bed, secretary to Mr. Hogg. 


Barkann Shows Technique 


‘Roger Barkann of Penn Mutual dem- 
onstrated his selling technique with 
Prof. William J. Shultz, sales instructor, 
in the role of prospect, before a class 
in business and civic administration, 
City College of New York. 


Mrs. Eberly at St. Paul 


Mrs. Marion Stevens Eberly, director 
of the women’s division of Institute of 
Life Insurance, will talk on “Life In- 
surance, Annuities and Social Security” 
Oct. 15 at a finance forum for women 
sponsored by American National Bank 
of St. Paul. 














_Robert M. Green welcomed many of 
life insurance friends to Toronto. He 
has been Toronto a little more than a 
year as vice-president in charge of Pru- 
dential’s Canadian head office. 





Occidental of California held an agency 
meeting at Toronto during the A.L.C. 
Convention. President Horace Bower 
and William Stannard, vice-president, 
were on hand from the home office, as 
was J. Lockwood Miller, Ottawa, Oc- 
cidental’s general agent for Canada. 





The Toronto convention of A.L.C. 
was the first for William H. Faltysek, 


‘who joined the organization as publicity 


director six months ago. However, he is 
not that new to the life insurance busi- 
ness, as he was an agent at Chicago 
for Equitable of Iowa for two years in 
the agency headed for many years by his 
father, E. J. Faltysek. 


William M. Anderson, vice-president 
of North American of Toronto, and 
Mrs. Anderson received numerous con- 
gratulations at the A.L.C. meeting on 
having just won, with another Toronto 
couple, the team-of-four bridge cham- 
ionship in the Lake Erie tournament at 
Buffalo. Mrs. Anderson, who is Can- 
ada’s ranking woman bridge player, also 
won the women’s pairs event. 











at a cocktail party in his honor upon his 
retirement. He was presented a scroll 
for his contribution to insurance on be- 
half of the Jacksonville managers. 


Jefferson National in 
“Light a Candle” Campaign 


Jefferson National Life is in the mid- 
dle of its annual president’s month cam- 
paign in honor of President E. Kirk 
McKinney’s birthday. The celebration 
is based on a birthday party theme this 
year and is known as the “Light a 
Candle” campaign. There will be prizes 
and a special party for the top 10 pro- 
ducers and their wives. 




























U. S. Commissioner on Hand 


Besides Superintendent Whitehead of 
the Ontario department, quite a few 
U. S. commissioners were on hand for 
the A.L.C. meeting. Frank Sullivan of 
Kansas, president of N.A.I.C., was pres- 
ent as a speaker at the general session 
Wednesday. Others were Allyn of Con- 
necticut, Day of Illinois, Fischer of 
Iowa, Leggett of Missouri, and Deputies 
Pfister of Indiana and Cogswell of 
Massachusetts. 





Colson Honored 


P. O. Colson, retiring Reliance Life 
manager at Jacksonville, Fla., was feted 























A salesman’s life 
was a hard one then! 















































































HEY called them “drummers,” because they attracted trade 
‘Te beating the drum on street corners, Those were tough 
days for “salesmen,” because “Salesmanship” consisted of > 

ersuading people to buy things they didn’t want or need. [> 
esistance to adanaeinil was high everywhere. 

But when salesmen became business men, and started help- 
ing folks to c- their purchases intelligently...then America’s 
standard of living soared, and selling became a respected and 
profitable calling. No vocation has contributed more to 
America’s prosperity and growth! 





SELLS SUCCESS 


The Mutual Benefit Life man’s a salesman, too, and proud of 
it. He sells the best products in the world: financial success 
and freedom from financial worry...on the installment plan. 
Armed with his ANALAGRAPH, he offers a thorough-going, 
tailor-made plan to fit the special needs of any individual in 
any business or profession. 

To salesmen of other lines, the Mutual Benefit Life man 
offers sound financial advice to make the future secure. In 
addition, he can show intelligent, alert salesmen how it is 
possible, with the ANALAGRAPH, to actually achieve financial 
success overnight! 












BRINGS SUCCESS 


Because his counsel brings contentment and happiness to 
many, the work of the Mutual Benefit Life man is deeply 
satisfying. His products are the envy of all other salesmen, 
and the easiest in the world to sell: security and success! 
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NEWS OF LIFE ASSOCIATIONS 


ship by having three of their agents 
qualify. 





Divide Kan. Supervision 


The three vice-presidents of Kansas 
Assn, of Life Underwriters have been 
assigned to assist local associations with 
their problems and programs. Vaughn 
Kimball, Dodge City, 1st vice-president, 
has been assigned to the Central Kan- 
sas, Hutchinson, Northwest Kansas, 
Plainsman, Salina and Southwest Kan- 
sas associations; Ralph Willcott, Cha- 
nute, 2nd vice-president, to Allen-Ne- 
osho, Coffeyville, Emporia, Fort Scott, 
Independence, Parsons and Pittsburg, 
and John Coe, Wichita, 3rd vice-presi- 
dent, takes the responsibility for Law- 
rence, Leavenworth, Manhattan, Topeka 
and Wichita. 

L.U.T.C. classes have been organized 
at Topeka, Wichita, Hutchinson and 
Salina. 


Ind. Mid-Year Meeting Set 


The mid-year meeting of Indiana 
Assn. of Life Underwriters will be held 
at Indianapolis Nov. 16. Harold P. 
Means, manager of Lafayette Life at 
South Bend is president. 


Hedges Has Heavy Schedule 


Bert A. Hedges, Business Men’s As- 
surance manager at Wichita, has re- 
covered completely from injuries sus- 
tained in an automobile accident near 
Joplin a year ago and a minor opera- 
tion in August and offers his October 








schedule as evidence that he has re- 


gained his normal health. 

He spoke Oct. 5 at the West Texas 
Life Underwriters Assn. sales congress 
at Abilene. He is attending a conference 
Oct. 12 at Urbana, IIl., to arrange de- 
tails of the pilot class of the disability 
insurance sales course to be conducted 
at University of Illinois. He is general 
chairman for that proiect of Interna- 
tional Assn. of A. & H. Underwriters. 
He will speak Oct. 15 at a joint meet- 
ing of Tulsa Assn. of A. & H. Under- 
writers and Tulsa Hospital Council and 
Oct. 17 before Kansas City Life Under- 
writers Assn. 


Tennessee Institute Set 


A study institute, sponsored by Ten- 
nessee Assn. of Life Underwriters, will 
be held Nov. 9-10 on the University 
of Tennessee campus, according to 
Laurie F. Pratt, president of the state 
association. At least 75 are expected to 
— Speakers will be announced 
ater. 


Indiana Club Plans Meet 


The annual meeting of the Life In- 
surance Leaders Club of Indiana will 
be held at Turkey Run, April 25-26. 
Carl McCann, president, Northwestern 
Mutual, Indianapolis, will preside. To 
qualify an agent must produce $250,000 
volume for the club year. General agents 
and managers are eligible for member- 
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Tampa—Edmund L. G. Zalinski, assist- 
ant vice-president of New York Life, ad- 
dressed a joint meeting with the man- 
agers and cashiers. 

Chicago—Laura Githens Smith of the 
Zern agency of Northwestern National 
will speak on “Vision” at a meeting of 
the women’s division Oct. 30. Highlights 
of the recent convention of N.A.L.U. at 
Los Angeles will be given by Lesla M. 
Sabin, aSsociation president, and Joy M. 
Luidens, secretary. 

Louisville—H. C. Graebner, dean of the 
college of business administration at 
Butler University, is speaking on Oct. 12 
at a luncheon. 

St. Joseph, Mo.—A. M. Anderson out- 
lined his family programming system 
during a three-hour seminar, Partly as 
a result of this feature, the association 
picked up 10 new members. 


Hempstead, N. Y.—Harold Humphries, 
VA counselor for New York state, spoke 
on the servicemen’s gratuitous indemnity 
act. Ivan Vrbanich, president of the 
Long Island branch, was presented a cer- 
tificate of appreciation for service to the 
branch by John H. Evans, president of 
the New York City association. 

Anderson, Ind.—H. P. Means, state as- 
sociation president and manager for La- 
fayette Life at South Bend, predicted 
that the time is coming when the public 
will regard an agent’s membership in 
the National association the same way 
it looks on the physician’s membership 
in the medical association: “Not as a 
legal requirement, but a clear indication 
of professional standing and prestige.” 

Glasgow, Ky.—Lacy Frantz of Louis- 
ville, president Kentucky association, 
will speak at the meeting here Oct. 19 
of the Mammoth Cave association . Judge 


Carroll M. Redford spoke at the last 
meeting. 

Wichita—Bert G. Ripley, Southwest- 
ern Life, Wichita Falls, Tex., a past 


president of the association, spoke on 
“The Gimmick That Doubles and Trebles 
Your Production.” Last year he qualified 
for the Million Dollar Round Table with 
production of $1,750,000, and received the 
C.L.U. designation. 

La Crosse, Wis.—L. J. Larson, Madi- 
son, Wis., executive vice-president of 
National Guardian Life, spoke on “The 
Open Door” at the October luncheon 
meeting of the Western Wisconsin asso- 
ciation. 

St. Paul—Diplomas have been pre- 
sented 14 members who have completed 
the two-year L.U.T.C. course. 


AGENCY NEWS 


Klein Agency Reports Gain 
The A. R. Klein agency of Home Life 
at Chicago has a paid production for 
the first nine months of 1951 that is 
14% above 1950. For the second time 
in three months, Charles J. Malin, as- 
sistant manager, led in company pro- 
duction for September. 











Persons Agency Meets 


The Persons agency of Mutual Life 
at Chicago held its annual sales meet- 
ing at the Edgewater Beach hotel re- 
cently. Stanton G. Hale, vice-president 
and manager of agencies, spoke. 


Buffalo Agency in Big Gain 

Life insurance sales by the Buffalo 
Agency of Massachusetts Mutual in 
the first eight months of this year ex- 
ceeded those for the entire year of 
1950. Fred H. White was appointed 
manager May 1, 1950, and since that 
time the agency has risen from 41st to 
19th place among Massachusetts Mutual 
agencies. 

Exclusive of group insurance, sales 
the first eight months totaled $3,181,548, 
an increase of 614%4% over the same 
period last year. 





Persons Heads in Volume 


The Persons agency of Mutual Life 
at Chicago led the company in volume 
during the first nine months. The 












Brown agency at Grand Rapids, Mict 
was first in number of policies so 
The Knutsen agency at Milwaukee y, 
second in both volume and number, ; 
the Myer agency at New York City w 
third in each category. 






















The Cobb agency of Connecticut M 
tual at Boston will move Oct. 15 to ¢ 
larged offices at 50 Congress street, 


Bankers L. & C. 


Loses Round in Gd 


ATLANTA — The mandamus 
brought by Bankers Life & Casualty 
Chicago to force commissioner Cra 
to renew its license in Georgia was 
missed by Fulton Superior Judge 
man here. 

Judge Whitman ruled that the pe 
tion, filed July 20 shortly after the g 
license expired, set forth no cause q 








Lou K. N 


action against Mr. Cravey. Mr. Ne 
_Two officers of Bankers—C. F. Brusig37 and - 
nighan, vice-president who lives at Chiftyrance i 


cago, and James A. Ross, Atlanta agentiivhich wa 






have been indicted on bribery chargafNewfield. 
by the Fulton county grand jury. hf the Oa 

Alex McLennan, attorney for Bankfpast presi 
ers L. & C. said the case will biLife Unde 
appealed to the supreme court. gifof the firs 





observers said that judge Whitman) 
ruling, in effect, gives commissiong 
Cravey discretionary power to revo 
or fail to renew licenses of insurang 
companies. 

Company attorneys also _ contended} 
that a 1951 statute giving Mr. Cray 
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power to refuse renewal of licensa§‘? ee. 
other than on proof of financial ing’ K 
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H. McClain, who has operated a genp*t Kansas 
eral insurance agency at Stockton, Kan, 

has been appointed general agent Pruden 
Pratt, Kan., for Farmers & Banken 

Life. Ray Mi 
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ag cl owtield Resigns Lincoln In 1950 he became administrative assist- 
yw : ant in the western home office and in 
Ictional Oakland Post February of Cy year he became a 
: training specialist in insured home own- 
ecticut Mg Lou K. Newfield has resigned as ership plans. 
‘t. 15 to egpincoln National senern aaent ss Oak- 
s street, Gis being taken COyle Joins Bookstaver _ 
: over by his co- William E. Coyle has been appointed 
a general agent, W. manager of the new A. & H. and group 
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C. Ulrich. Mr. 
Ulrich went to 
Oakland in 1949 


from Madison, 
damus §g Wis., where he was 
Casualty general agent for 
ner Cra the company. Mr. 
fia was Ulrich started with 
udge the company at 
— | Madison in 1943 as 
t the p mae general agent after 
ter the olifiea K. Newfield 14 years in the 
O Cause ¢ business. 
Mr. Newfield had held the post since 
C. F. Brusio37 and the agency had $12 million in- 
ves at Chiyrance in force, nearly $2 million of 
lanta ageniighich was personally produced by Mr. 
ry chargaiNewfheld. He will continue as a member 


1 jury. [ifthe Oakland agency. Mr. Newfield is 
for BankBpast president of the Oakland-East Bay 
se will Kilife Underwriters Assn. He is a veteran 


yurt. Legaflof the first world war. 

Whitman 

mmissionel 

to revol#Penn Mutual Names Clover 
| NSUraNGE Wayne Clover, Jr., has been ap- 
contende(gpointed general agent, and C. Dan 
Ar. Craye§cuttiss has been named associate gen- 


of licensa§ttal agent for Penn Mutual. at Colum- 
nancial infzia, Mo. A graduate of the Univer- 
sity of Kansas, Mr. Clover entered the 
business in his father’s general agency 
ated a genfat Kansas City. 


<ton, Kan, 
agent jjPrudential Names Minner 


Ray Minner has been appointer assist- 
nt manager of the Walter S. Payne 
gency of Prudential at Los Angeles. 
| Minner joined the company in 
4. In 1947 he transferred to the 
thern California office of the mort- 
6 loan department at Los Angeles. 


VANT ADS 


fs $13 per inch per insertion— | inch mini- 
Limit—40 words per inch. Deadline Tues- 
orning in Chicago office — 175 W. Jack- 
d. Individuals placing ads are requested 
hake payment in advance. 
THE NATIONAL UNDERWRITER 
Life Insurance Edition 


OPPORTUNITY 


pan Old Line, Legal Reserve Life Insurance 
iEwempany, located in the Southeast, which is 
tin its 44th year of successful operation is 
g the services of a qualified person to 
Supervisor of Agencies for territory 
g of: North Carolina, Virginia and the 
ict of Columbia. The person must have a 
ful sales record and preferably some ex- 
a neeney Management or General 

ty work. 
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lly attractive arrangement will be 

with the person selected. Reply in strict 
maence to Box H-5!, The NATIONAL UN- 
RWRITER, 175 West Jackson Blvd., Chicago 








;. WANTED 
mat growing Catholic Legal Reserve Fraternal 
tam use two General Agents—Milwaukee and 
Wisconsin. A great opportunity for men 
‘ ty and vision. 
CATHOLIC KNIGHTS OF WISCONSIN 
mF. Walsh 812 E. State St. 
oy Milwaukee 2, Wis. 








IATE TEXAS STATE MANAGER 
ple Old Line Legal Reserve Life In- 
ice Company. Must have adequate back- 
A Ny \ Bund in recruiting and training men. Address 
M, The National Underwriter, 175 W. Jack- 
A } Bivd., Chicago 4, Ill. 








department of the 
Burton J. Book- 
staver agency of 
Security Mu- 
tual Life of New 
York in New York 
City. 

In his 21 years in 
the business Mr. 
Coyle has been 
with Royal Indem- 
nity, Standard Ac- 
cident and Eagle 
Indemnity. He 
joined Union Casu- 
alty as an under- 
writing manager 
and agency director six years ago. There 
he managed the commercial, franchise 
and disability group underwriting de- 
partments and also developed and super- 
vised the company’s agency force. Se- 
curity Mutual recently has broadened its 
line of A. & H. contracts. The Book- 
staver agency is expanding its opera- 
tions and taking over enlarged quarters. 


Owens to Dallas Post 


Great-West Life has appointed Harry 
Owens group supervisor for north 
Texas, with headquarters at Dallas. 
From 1943 to 1949 he was state director 
in Texas for the sale of war savings 
bonds. Since 1949 he has been a part- 
ner in a Dallas advertising agency. 

Robert M. Gaby, who has been tem- 
porary group supervisor since June, will 
return to Great-West’s eastern Canadian 
group organization at Toronto. 


Stall L. A. Group Manager 


Joseph J. Stall, acting manager since 
Aug. 1, has been promoted to manager 
of Pacific Mutual’s Los Angeles group 
office. The Phoenix and San Diego of- 
fices, as well as Los Angeles, will come 
under his direction. The Los Angeles 
office is the largest in Pacific Mutual’s 
group network. 

Mr. Stall has been with Pacific Mutual 
since 1947, starting in the agency de- 
partment. He entered the group field in 
1948, went to Seattle in 1949 and last 
June was named assistant manager at 
Los Angeles. 

He attended University of Southern 
California and served in the navy. 


W. E. Coyle 


Two New Field Supervisors 


Northwestern National has appointed 
two new field supervisors in its regional 
field service offices. C. Roger Hodney 
has become associated with the Chicago 
service-office but will work out of Grand 
Rapids, Mich., and John L. McCullough, 
Jr., is joining the office at Columbus, O. 

Mr. Hodney has been with the C. M. 
Hodney agency at Morris, IIl., since 
1946 and Mr. McCullough with the J. W. 
Bishop agency at Chattanooga since 
1949. 


Boklan Appointed 


Security Mutual Life of Binghamton, 
has appointed Albert A. Boklan assist- 
ant general agent in the Levine agency 
at New York City. Mr. Boklan, a grad- 
uate of Cornell University, joined the 
company in 1944. 


Shepard to Swett & Crawford 


Cyrus C. Shepard has been named 
manager of the life insurance department 
of Swett & Crawford at Los Angeles. He 
succeeds Waldo T. Worcester, on loan 
from the home office of Union Mutual 
Life. A son of Walter T. Shepard, for- 
mer vice-president of Lincoln National 


and later its general agent at Los An- 
geles, he has been in life insurance work 
there since his return from service, his 
latest affiliation being with Occidental 
Life of California. 


Enlarge Postal Agency 


Daniel Lifton and Harold DeMian 
have formed a new tri-borough agency 
of Postal Life to serve Brooklyn and 
Long Island. The agency’s main office 
will remain at Forest Hills, but a 
branch will be opened in Brooklyn. Mr. 
Lifton has been general agent for Postal 
since last June, when he left Manhattan 
Life as associate general agent. Mr. 
DeMian joined Postal Life a year ago 
as an associate general agent in the 
midtown agency after 20 years in the 
life insurance business. 


Prudential Names Hetler | 


Prudential has appointed Marion E. 
Hetler, former manager at Bucyrus, ‘O., 
manager at Lorain. Mr. Hetler joined 
the company in 1939. In 1947 he was 
named staff manager at Bucyrus. 


Moorcroft Named at Detroit 
James H. Moorcroft has been ap- 

pointed general agent of Midland Mu- 

tual at Detroit to succeed R. H. Mac- 


Kinnon, who has resigned. Mr. Moor- 
croft has been with the company since 
1930. Lou Guenthner will be agency 
supervisor at Detroit. 

Nolan B. Jones has been appointed 
general agent at Rockford, II. 


‘Maher to Altschul Agency 


Edward G. Maher has joined the 
Altschul agency of Postal Life at New 
York City as assistant general agent. 
A graduate of Fordham University, Mr. 
Maher was formerly a special agent for 
Prudential. 


Smith Joins Kelley-Baum 
Robert E. Smith has been appointed 
sales supervisor of the Kelley-Baum 
agency of Manhattan Life at Detroit. 
He entered life insurance in 1949 
with Home Life at New York. Seven 
years later he went with Union Central 
as an agent there, and in 1934 became 
supervisor for Metropolitan Life. 


State Mutual Names Watling 


State Mutual has named Wesley A. 
Watling group representative at Cin- 
cinnati. Mr. Watling joined the com- 
pany after graduating from DePauw 
University in 1947. He was formerly 
with the Boston group office. 





One look at the new Berkshire Life “Portfolio 

of Coverages” and you'll agree that our broad 

diversity of policy contracts, at attractive premium rates, 

immensely widens any life underwriter’s range of prospects. 
Highlighted here are interesting and important facts lead- 

ing to the sale of our life contracts—Adult and Juvenile— 

Accident & Health and Hospitalization coverages. : 
Berkshire Life begins its second century of serv- 

ice and security with an extensive range of modern, 

‘sales-producing’ policies and coverages. 





BROKERS AND SURPLUS WRITERS are in- 
vited to write to the nearest Berkshire General Agent 
for FREE copies of both the handy pocket-size 
Merchandise Chart and Portfolio which outline the 
many unusual sales opportunities. * * * 
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Des Moines:H. & A. Regional 
to Feature Timely Topics 


Round table discussions of the new 
uniform standard provisions law, hos- 
pital insurance and catastrophic medical 
insurance will highlight the regional 
meeting of H. & A. Underwriters Con- 
ference at Des Moines, Oct. 15, first of 
the five meetings scheduled for this year. 

C. O. Pauley, conference managing 


INSURANCE 
COMPANIES 


Bought and Sold 


We have CASH buyers fcr: 


A life company, located in the 
West or Middle West, having 
from $50,000,000 to $250,000,000 
of life insurance in force. 


Participating stock casualty 
company writing all automobile 
lines, workmen’s compensation 
and general liability. Domicile 
state unimportant but company 
must be licensed in New York. 


Accident and Health stock com- 
pany, large or small, with more 
A & H than Hosp. & Med. Will 
consider life company having 
small volume of life and large 
volume of A & H. Any location. 


These buyers have the CASH 
and are ready to deal, so send 
us complete information about 
your company. 


All negotiations personal and 
confidential. 


YY 
BRINSOR 
—<f ssoctatles 
BRokers of INSurance ORganizations 


Walker 


MM 


1102 Waldheim Building 
Kansas City GE, Missouri 
4466 


Telephone Victor 


will lead a discussion of the 
standard provisions law. Hospital in- 
surance will be discussed by Don 
Hodder, Woodman Accident; medical in- 
surance, including catastrophic coverage, 
by Howard LeClair, Mutual Benefit 
H. & A., and insurance for over-age 
risks by F. T. Rahn, World. 

In an open forum session, Health 
Insurance Council activities, status of 
agents under social security, employe 
education, state disability plans and pre- 
mium receipts for A. & H. insurance 
will be discussed. Special policies, in- 
cluding sports coverage, polio, hunters’ 
and fishermen’s, will be reviewed by 
Virgil Nutt, Jr., National Travelers. 

Robert R. Neal, North American Ac- 
cident, chairman of the executive com- 
mittee, will present a review of confer- 
ence activities. Robert A. Brown, Inter- 
State Assurance, and Louis J. Adelman, 
National Travelers, will preside. About 
70 executives of companies in Iowa, 
Nebraska, Minnesota, Missouri and 
North Dakota are expected to attend. 


director, 


Cornett Stresses Need for 
Expanding Voluntary Cover 


Insurance must expand its present 
voluntary plans to protect the American 
public adequately against an annual 
$12% billion loss of income through ill- 
ness and accidents, or face more com- 
pulsory health schemes, William B. 
Cornett, director of sales and service 
of Prudential’s sickness and accident de- 
partment, told New York A. & H. Club. 
He said every discussion of the matter 
tends “to leave our legislators with a 
greater realization that the public does 
need adequate protection” in this field. 
However, if private industry voluntarily 
fills the gap through expanding existing 
coverages, both in group and individual 
protection, support for a compulsory 
health law will wane. “There are ap- 
parently millions of people who don’t 
want to see the government get any 
deeper into the insurance business, yet 
new proposals are constantly advanced. 

“With individual sickness and acci- 
dent policies available at reasonable 
rates from private insurance companies, 
with all the advantages of individual 
service on the part of well-trained 
agents, I’m sure the security conscious 
population is enterprising enough to 
want to get hold of them,” Mr. Cornett 
said. “We, in turn, must make sure 
that our service is good; that our agents 
analyze the individual prospect’s needs 
and write the insurance to fit those 


needs; that we pay all fair claims 
promptly and willingly; and that we 
keep our expense ratio down far enough 
to give our policyholders a very sub- 
stantial part of their premiums back as 
claim payments. This ratio of claims 
to total premiums has been improving 
considerably, and I hope it can continue 
to improve.” 

He emphasized the aid which the large 
companies that are now entering the 
A. & H. field can give in realizing these 
objectives. 


Notices on Gordon Award 
Competition Sent Out 


Announcement of the Harold R. 
Gordon Memorial Award competition 
for educational research in A. & H. in- 
surance has been sent to companies 
writing that line and colleges and uni- 
versities offering insurance courses. 

The winner will receive a cash prize 
of $500 for the best written study on 
some important phase of accident and 
health insurance. The award will be 
presented at the 1952 annual meeting of 
H. & A. Conference at Denver. 

All students in colleges or universities 
and staff employes of A. & H. depart- 
ments of insurers are eligible to com- 
pete. Entries may be essays of an his- 
torical, statistical or critical-analytical 
nature and may include any area of re- 
search in A. & H. insurance. 

Harold R. Gordon, who died in 1948, 
was the first executive secretary and 
later managing director of the confer- 
ence. A memorial trust fund was estab- 
lished in 1949 with the income to be 
used for suitable recognition of out- 
standing contributions to the A. & H. 
business. The trustees of the fund voted 
to establish the present award to en- 
courage interest in educational research. 

The committee directing the competi- 
tion includes J. W. Scherr, Jr., Inter- 
Ocean, chairman; C. O. Pauley, manag- 
ing director of the conference, and E. J. 
Faulkner, Woodmen Accident. 


Amend N. J. TDB Law 


Five changes in the New Jersey dis- 
ability insurance law were made by the 
1951 legislature. They provide that the 
maximum total amount of benefits be 
computed to the next highest multiple 
of $1 instead of to the actual dollar 
and cents amount; eliminate 10-day no- 
tice of disability and provide for notice 
of proof and claim within 30 days after 
commencement of disability with per- 
mission for examination by a _ chirop- 
odist; remove contributions of union 
locals for remuneration for part-time 
union officers where the sum is less 
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$057 WOODWARD 


AVENUE 


WHEN YOU HAVE 
MORE TO OFFER! 


Déscouer, for yourself, the many extra benefits 
offered in all forms of The Maccabees insur- 


ance programs. All types of life protection, 
including juvenile, are available as well as 
liberal hospital-medical and surgical plans. 


Compare these programs and their many 


plus features with any other on the market. 
You will find great financial and personal 
satisfaction in representing one of America’s 
foremost Fraternal Benefit Societies. 


Write today, for 
complete information. 


MACCABEES 


LEGAL RESERVE 


0 Se a Oe en 


INSURANCE 


MICHIGAN 


than $250 a calendar year, and enab} 
an employe who has contributed to ¢, 


private plans during a calendar ye 


to obtain a refund of any excess @f 


total contributions over $22.50. 


Extend Wisconsin Plan to 


Cover Higher Income Groy 


MILWAUKEE — Wisconsin Plag 
low cost prepaid medical and surg 
plan sold through private insurers, } 
endorsement of Wisconsin State Med 
Society, and Wisconsin Physicians 
ice, the society’s own plan operated 


The monthly family premium 
$2.50 will be raised to $2.83 for familk 
within the $3,600 income level, and 
$3.80 in the next bracket. Benefits fg 
medical care in hospitals was extends 
from 10 days to 30 days, and addition, 
surgical and medical services also ay 
offered. Each of the two plans } 
about 250,000 subscribers. The change 
will not affect residents of Milwauke 
county, where the prepaid surgical cay 
plan of Milwaukee County Medical 
ciety is sold. 


Voluntary Medical Care 


Prepaid medical care is here to s 
and the medical profession has alreag 


yice-pres! 


J. E. R 


Before 
the Mich: 


demonstrated that this care can be giveth joi 


more efficiently by voluntary method 
than by government, Dr. A. H. Heidn 
West Bend, president- elect of the Wi 


; If prepai 
medical care is left to the governmer 
Dr. Heidner said, “we will pay not onh 
for the benefits the government } 
stows, but for the colossally wastefi 
government mechanism that distribute 
the benefits.” : 


Set Ohio Meet April 25 


April 25. 
Inter-Ocean, 
chairman. 


‘ William <A. Cag 
is convention committe 


Chicago Women See Movies 


The women’s division of Chicagi 
A. & H. Assn. saw movies of China an 
Japan recently. Miss Helen Boltz, Wast- 
ington National, is president, and Mis 
Catherine Meade, Loyalty group, wa 
program chairman. Guests included 2 
J. Wetterlund, president of Washington 
National and I. G. Wessman, secretan 
of Loyalty group. 


To Install Brooklyn Officers 

Brooklyn Assn. of A. & H. Under 
writers will install officers at a luncheon 
meeting Oct. 25. 








Licensing Plan in Pa. 


_ Commissioner Leslie of Pennsylvania 
in a talk before Pennsylvania Assn. 
Insurance Agents at Wernersville 
that beginning in October the facul 
of Pennsylvania State College will prt 
pare the questions and grade the a 
swers in the departmental examinatiot) 
for licenses of life and A. & H. agents 
Also in October the time schedule i 
such exams will be changed from & 
original monthly schedule to bi-mont 
ly. Previously the department has bet 
preparing questions and grading 
swers. 

In May, this year, there were 145,i! 
agents’ licenses for all lines, 35,434 f 
life and A. & H., and 13,323 brokes 
licenses. In 1940 the total was 144; 
he said. In 11 years, life and A. & 
licenses have increased by about 5,™¥ 
and casualty by 1,659, fire has decreast 
ig and licenses have increas# 
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WReault Ann Arbor Life 
ice-president, Secretary 


Joseph _E. Reault has been elected 
vice-president and secretary of the new- 
ly organized Ann 
Arbor Life of Ann 
Arbor Mich. 

Mr. Reault for 15 
years has been with 
Maccabees as pub- 
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or famil dent of Canadian 
el, andi $y, &. Reault Fraternal Assn. last 
Jenefits fy May. 

S extend Before joining Maccabees he was with 
: ee the Michigan department for 16 years. 
s also ay 








plans } 
he changs 
Milwauke 
rgical car 
fedical 


Columbus National Names 
Graves Executive V.-P. 


George M. Graves, former Alabama 
manager of Pyramid Life, has been 
named executive vice-president of Co- 
jumbus National Life of Georgia. John 
L. McMurtrie, director of agencies of 
Vulcan Life of Birmingham, has also 
# joined Columbus National as field assist- 
ant and state manager. Roy Domingue 
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1. Heidner§ of Lafayette, La., has become manager 
f the Wisf of the group division of the company. 
The grow§ Costal States Life of Atlanta acquired 
y plans if the controlling interest in Columbus Na- 
e of sociadf tional last December. Coastal States 
If prepaiff also controls General Life of Atlanta, 
overnmentf of which company W. A. Lloyd of At- 
y not onh§ lanta was recently named executive vice- 
ament bef president. 

y waste! The activities of three companies are 
distribute now closely coordinated. 





Manzer National Guardian's 


* New Director of Agencies 


\der writer 
on at Cif Harry E. Manzer, Jr., has been ap- 
Catf pointed director of agencies National 


commiutte® Guardian Life. He has been an agency 
supervisor since joining the company in 
1947. Before that he was a life in- 
surance salesman at Madison, having 
entered the business upon completion of 
service in the air corps. 

Mr. Manzer is a graduate of Univer- 
sity of Wisconsin and the L.I.A.M.A. 
school. 


Joins Universal L. & A. 


Maurice I. Carlson, a graduate of 
Southwestern College with a master’s 
degree from Vanderbilt, has been ap- 
pointed director of ordinary sales for 
Universal Life & Accident of Dallas. 

Mr. Carlson entered life insurance in 
Dallas in 1942 and recently has had 
both home office and field experience. 
He became a C. L. U. in 1949. 


Key Chief Accountant 


D. M. Key, Jr., has been named chief 
accountant of Farm Bureau Life. He 
formerly was assistant to the executive 
vice-president of Eagles National Life, 
Cincinnati. He joined Farm Bureau in 
September. 


Prudential Names Two 


Prudential has appointed William C. 
aloid associate counsel, and Armand 

Stalnaker assistant general manager. 
Mr. Maloid, a member of the law de- 
partment since 1934, was formerly as- 
sistant counsel. Mr. Stalnaker, an eco- 
Nomics and personnel specialist is a 
Ormer associate regional manager. 


= 
























Herman Lasker and his son, Richard, 
both of Eau Claire, Wis., were first and 
second in production for Mutual Life 
for September. 







Nebraska Nat'l Ups Capital 


Nebraska National Life of Lincoln, is 
increasing its capital from $150,000 to 
$500,000. A resolution authorizing the 
increase was passed at a special meeting 
of stockholders and directors. President 
L. H. Engstrom said the increase was 
necessitated by the expansion program 
planned. 

Nebraska National was organized in 
1946 and operates in Nebraska, Missouri 
and Colorado. Last June the controll- 
ing interest was sold by B. R. Bays to 
Mr. Engstrom. C. D. Casper of Lincoln 
was named a new board member. 





Launch New Tex. Company 


American Service Mutual Life of 
Texas, a legal reserve company, has 
completed its organization. J. art 


Willis is president and general counsel; 
Lester C. Shine, organizer and a former 
executive of other life companies, chair- 
man; Carroll B. Grant, vice-president: 
Dr. J. L. Dawson, vice-president and 
medical director; C. L. McNulty, sec- 
retary; Henry Van Maanen, treasurer 
and assistant secretary. 





Award to Conn. Mutual 


Connecticut Mutual has been award- 
ed the “Oscar of Industry” trophy 
presented annually by the Financial 
World survey of annual reports to the 
company judged as having the best 
annual report in the insurance category. 
Peter M. Fraser, company president, 
will accept the award at a formal pre- 
sentation at the annual awards banquet 
in New York City, Oct. 29. 

New York Life placed second in the 
survey, and Metropolitan Life was 
third. 





Northwestern Life on Oct. 20 is mov- 
ing into its new home office building 
at 120 Sixth avenue North, Seattle. The 
company is holding an open house and 
official opening on Nov. 2. 

Bankers Life of Iowa is preparing to 
enter the individual A. & H. field. 

Shenandoah Life has acquired com- 
plete ownership of radio station WSLS 
at Roanoke. 


Paul Revere Life has been licensed in 
Alberta for life and A. & H. 
North Central Life of St. Paul has 
extended its operations to include North 
Dakota. 








Phoenix Mutual has purchased for in- 
vestment the 21-story Fawcett building 









Commissioner John R. Lange of 
Wisconsin; Commissicner Donald Dickey of Oklahoma; Harold Goss, son-in-law of 
Mr. Sullivan; Ward Sullivan, his brother; Frank Sullivan, the honored guest, president 
of N.A.I.C., and Superintendent Lawrence Leggett of Missouri. 


Pictured at Frank Sullivan dinner at Topeka: 








suites in the convention hotel. Yet the 
supply of suites was such that there 
was a shortage of the accommodations 
for the visiting firemen. 

This time R. Leighton Foster, general 
counsel of Canadian Life Officers Assn., 
remembered the 1932 situation and per- 
suaded the Canadian companies to pool 
their hospitality facilities in a single 
headquarters suite. 


on 44th street in New York for $2,800,- 
000 and is leasing it back to Tishman 
Realty & Construction Co. for 15 years. 





Joint Canadian Quarters 


When the last previous Canadian 
meeting of A.L.C. was held at Toronto 
19 years ago, the Canadian companies, 
with their well-known hospitality, took 








FOR MEMBERS ONLY 


In their recent highly successful “Visit the Members” 
campaign, Woodmen field men discovered a field for still 
greater service to members only. They are, therefore, 
continuing their visits to help Woodmen analyze their 
present protection. By year’s end it is confidently ex- 
pected that many thousands of Woodmen will have re- 
vised their protection programs to more fully meet their 
present-day requirements. 


WOODMEN OF THE WORLD 


LIFE INSURANCE SOCIETY 
OMAHA, NEBRASKA 




















MODERN WOODMEN 
LIFE INSURANCE 


Like other Fraternal Societies, Modern Woodmen of America 
provides “extra” benefits in addition to modern life insurance 
protection. These benefits are given to members at no extra cost. 
Outstanding is Modern Woodmen’s Polio Protection Plus whereby 
members automatically receive: immediate payment of $250.00 


















when polio strikes; an additional payment of $250.00 if the attack 
results in crippling after-effects or death. Only Fraternalism could 
possibly offer Modern Woodmen Polio Protection Plus at no extra 
cost. 


(Attractive contracts and choice territory for Agents) 


MODERN WOODMEN OF AMERICA 
ROCK ISLAND, ILLINOIS 
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Constant Guard Against Socialism 


The federal security agency has 
adopted a new tack in its efforts to 
extend the government’s insurance ac- 
tivities by identifying its program with 
the growing problems of the aged and 
suggesting that only the government has 
the answer to them. 

FSA’s activity along this line should 
caution the business against any let- 
down in its opposition to socialistic 
legislation and perhaps encourage it to 
look ever more closely into the needs 
and wants of the older segment of the 
population with its increasing size and 
political strength. 

(Recent evidence of this new govern- 
ment approach to government health 
insurance was the suggestion of Oscar 
Ewing that free hospitalization insur- 
ance be given to everyone age 65 or 
older, a first step toward national health 
insurance. 

FSA is also continuing its campaign 
for permanent and temporary disability 
benefits in conjunction with old age 


and survivors insurance. W. J. Cohen of 
the social security board, speaking at the 
recent International Gerontological Con- 
gress at St. Louis, said that the alterna- 
tive to the government’s providing gen- 
eral income maintenance for the disabled 
would be a lowering of the retirement 
age. He believes that the pressure of an 
increasing number of disabled persons 
in upper age groups, who, he says, are 
not deriving any benefit in their lifetime 
from funds paid into social security 
might cause them to ask for protection 
at an earlier age. These people want 
either retirement benefits for disability 
or earlier pensions, he said, suggesting 
that it will be more costly to meet their 
needs by reducing the retirement age 
than by giving them direct help. 

These comments meet with a great 
deal of sympathy among older age 
groups. The defects in these proposals 
must be brought to the public’s atten- 
tion. Unsound insurance proposals must 
be rebutted as soon as they are made. 


Constructively Destructive Criticism 


President Powell B. McHaney of 
General American Life is doing some- 
thing novel and courageous in having 
“gripe boxes” installed at the home 
office to permit employes to bring to 
his attention any grievance, problem, or 
suggestion about personal treatment or 
working conditions that they don’t 
choose to discuss with their supervisor, 
department manager, or the personnel 
director. 

It is not a natural or easy thing to 
ask for criticism, particularly criticism 
from one’s employes. For this is not 
an invitation to criticise that is really 
an invitation to flatter. It is a sincere 
offer to any employe who has anything 
that he wants to “get off his chest.” 

The obvious hurdle the system faces 
is the distrust of the true complainer. 
At first the mere existence of the “gripe 
box” system is just another item on his 
list of gripes. He considers himself 
too smart to be taken in by any such 
scheme —it’s not going to accomplish 
anything and of course anybody who 
makes a complaint is putting his neck 
in a noose. 

It should not be long, though, before 
even such chronic grouches are won 
over, as they see that there are no un- 
toward consequences of speaking one’s 
mind and that some of the gripes result 
in curing, or at least ameliorating, so 
far as the company can, the annoyances 


that the griper complains of. 

At the other extreme from the office 
cynic is the garrulous complainer who 
will see in the system the cure-all for 
his troubles and clutter up the presi- 
dent’s desk with complaints that are 
more indicative of what is wrong with 
the complainer than of shortcomings in 
others or in the system under which 
he works. Yet even with such employes, 
the “gripe box” system may be of real 
value in bringing quirks to the surface, 
where they can be dealt with in a kindly, 
realistic way, probably through enlight- 
ened psychological consultation. 

Between the close-mouthed cynic and 
the gabby neurotic, however, there must 
be quite a few good workers who from 
time to time have a complaint that is 
better suited to the “gripe box” than the 
suggestion box, even though under 
General American’s system a construc- 
tive suggestion may win a worth-while 
cash award. 

Not everybody who can spot a bad 
situation can also devise a cure for it. 
But in a good many cases the persons 
who might very well be able to work 
out a solution don’t do it simply be- 
cause they haven’t had it called to their 
attention. Perhaps the solution calls for 
more research than the person making 
the complaint is in a position to conduct. 

We believe we are voicing the same 
feeling that many insurance executives 


had on reading of General American’s 
“gripe box” announcement when we say 
that we will be much interested in learn- 


ing the results of this move after su 
cient time has elapsed to indicate h 
the plan is working out. 








PERSONALS 


A. C. Larson, Central Life of Iowa, 
Madison, Wis., celebrated his 76th birth- 
day Oct. 1 by carrying on business as 
usual at his office. A native of Wiscon- 
sin, Mr. Larson graduated from Coe 
College in 1903, joined Central Life at 
Janesville, Wis., that year and became 
state manager when the office was 
moved to Madison the following year. 
He is a past president of Madison Assn. 
of Life Underwriters and was secretary 
of the National association in 1915-1916. 
In 1939 he retired from management 
duties and returned to personal produc- 
tion, 

Leslie J. Cooper, associate actuary and 
tax counselor of Pacific Mutual Life is 
observing his 40 
year anniversary. 
Early in his career 
he worked in al- 
most all depart- 
ments at the home 
office. He was ap- 
pointed assistant 
actuary in 1924, as- 
sociate actuary 12 
years later and in 
1943 acquired the 
added__ designation 
of tax counselor. 
He is a _ charter 
member of both the 
Actuarial Club of 
the Pacific States, of which he is a past 
president, and the Los Angeles Actuari- 
al Club. 

(Recognized as an authority on tax 
matters, Mr. Cooper is a member of 
long standing of the joint committee on 
premium taxation. He has a wide ac- 
quaintance among state insurance offici- 
als and company executives throughout 
the country. 

A graduate of University of Southern 
California, he has maintained associa- 
tions developed there through member- 
ship in the Trojan Club and an active 
interest in football and other sports. 

Harold A. Munson of Guarantee Mu- 
tual has received a fellowship award 
from Life Office Management Assn. 
He majored in the selection of risks. 
Mr. Munson has been with the company 
for 22 years. 

Donald R. Grau, recently appointed 
by Equitable Society as loan superinten- 
dent at Milwaukee and previously with 
Equitable Society at Chicago, will be- 
come executive vice-president of Florida 
Assn. of Realtors Jan. 1. 

Ben Goldish, veteran Northwestern 
National Life agent at Duluth, has com- 
pleted 28 consecutive years of continu- 
ous membership in the companys’ App- 
a-Week Club. His 1,456 weeks of regu- 
lar production sets a new record for 
that company. 

J. M. Qualy, district agent for North- 
western Mutual at Richland Center, 
Wis., was honored at a winner to 
mark his 30th anniversary with the 
company. Frank R. Horner, Madison 
general agent, and Harry L. French, 
retired general agent, with whom Mr. 





Leslie J. Cooper 


Qualy made his first contract, w 
among the 34 guests, as was Rob 
Qualy, district agent at Fort Atkins 
Wis. In his 30 years with the agen 
Mr. Qualy has written $5 million, 
his agency has more than $10 milli 
in force. 








Milwaukee C.L.U.s Meet 


Walter C. Mayer, Mutual Ben 
Milwaukee, a national C.L.U. trust 
reported on the recent national conv 


chapter. Diplomas were presented 

Frank A. Comery, National Life g 
Vermont, and Hyman B. Parks, P 

lential, by R. Wayne Allison, Natio: 

Life of Vermont, chairman of the edw 
cational committee of the chapter. 


ering parts A and C. 





DEATHS 


JAMES W. STARR, 37, voted ma 
of the year for Penn Mutual’s Atlanta 
territory last year, died there. He wa 
educated at Emory University and had 
been with Penn Mutual 45 years. 

LOUIS J. OVERBECK, 51, fo 
27 years with Penn Mutual as super 
visor of reinstatement, died at his home 
at Drexel Hill, 

WILLIAM P. HARMS, 56, Kansas Ci 
Life agent at Washington, D. C., di 
there. He had been a member of the 
H. F. Gemme agency since 1948. He 
qualified for the President’s Club twice 
and a Zeevtees the national quality awa 


in 
MRS. WALTER W. HEAD, 70, wife 
American 


of the chairman of General 
Life, died at St. Louis following a stroke 


Wash. Report Released 


Commissioner Sullivan has released 
the Washington department’s annual re. 
port. The department has dispensed 
entirely with the use of inserts and cor 
siderable new information is included 
Synopsis of financial statements of do 
mestic companies has been condensed 
and is substantially uniform for all types 
of companies. 

















B. N. Woodson, managing director o 
National Assn. of Life Underwriters; J. ¢. 
Higdon, president of Business Men’s Assur 
ance; and Holgar J. Johnson, president of 
the Institute of Life Insurance, at 


iene 
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tacular but Economical 
Prudential’s western home office at 


Obeti5s Angeles gets some spectacular and 


valuable advertising at an infinitesimal 
outlay. The home office building on 
Wilshire boulevard, in Los Angeles’s 
‘Miracle Mile,” is lit up every night in 
, way that makes the modernistic 
structure stand out from its surround- 
ngs. Yet because the lights are high- 
ciency fluorescents and only those 
near the window are turned on, the 
added cost of this illumination is only 


sg a night. 


uGiont Group Cases 


A recent news release by General 
Electric Co. pointing out that its em- 
r their beneficiaries already 
ived more than $45 million in 


old, Payments have been made to more 
than 17,000 employes or beneficiaries. 
The plan is one of the largest in Amer- 
ican industry and represents in force of 
approximately $1,250,000,000. It covers 
more than 98% of the employes of G. E. 
and affliated companies. The program is 
underwritten by Metropolitan Life. G. E. 
pays about two-thirds of the cost and 
employes pay the remainder 

Metropolitan has one group life plan 
which is even larger. It is written on 
General Motors and represents more 
than $2 billion of group life in force. 
Other large group accounts are that on 
Ford Co. employes, written by the John 
Hancock, and the Chrysler case written 
by Aetna Life. 

These giant accounts usually involve 
an arrangement whereby the insurer re- 
tains a full time staff of employes at the 
plant of the employer to administer the 


plan. 


Needle Ordinary-Only Agents 


Entrance to the group field by ordinary 
companies usually relieves their agents 
of a source of heckling from agents of 


sed competitors. Agents of nearly all com- 


panies have some group insurance pro- 
tection. However, a company not writing 
group must place the coverage with a 
company that does. This gives the 
agents of the group underwriting com- 
pany an opportunity to needle their rivals 
about carrying insurance on their own 
lives in another company. This hurts 
particularly when an agent is overly en- 
thusiastic about the superiority of his 
company over another. 


ae 


Ralph R. Lounsbury, president Bankers 
National Life; Harry R. Wilson, vice-presi- 
dent of American United Life; and A. W. 
Larsen, vice-president United Benefit Life, 
at A.L.C. meeting. 


Graebner at Louisville 


H. C. Graebner, dean of the college 
of business administration at Butler 
University, who is a C.L.U., will ad- 
dres the Louisville managers Oct. 12 
on “Recruiting on the Campus.” 








Guttery in Alabama Post 


Pan-American Life has appointed W. 
~ Guttery general agent at Anniston, 

a. 

He has been in life insurance since 
1938 except for three years in the army 
and recently has been district manager 
of General American Life. 


Unity Mutual Convention Set 


Unity Mutual Life & Accident, Los 
Angeles, will hold its annual convention 
Nov. 12-14, at Del Mar, Cal. 


Lowe Md. Chief Examiner 


Denton S. Lowe has been promoted 
to chief examiner in the Maryland 
department. He has been connected 
with that department 36 years, start- 
ing as examiner. He later became chief 
clerk and examiner and since 1921 has 
been auditor and examiner. He is a 
registered public accountant and an 
attorney. As chief examiner he re- 
places John H. Coppage, who was 
promoted to deputy commissioner. 


Confederation Ups Dividend 


Confederation Life has indicated its 
intention of maintaining a quarterly 
cash dividend of $3.75 per share on its 
stock. The $2 quarterly dividend de- 
clared earlier this year has been in- 
creased to $3.75 for the last two quart- 
ers. 

A company by-law permits the 
authorized capital of $1 million to be 
80% paid up before the end of 1951. 
It is now 40% paid up. The board pro- 
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poses to have the stock 90% paid up 
in 1952 and fully paid in 1953. 


Indianapolis Group to 
Hear Panel Discussion 


“What Obligation Does the Life 
Insurance Business Owe the Citizens 
of Indiana?” will be the subject of 
a panel discussion at the Oct. 15 
meeting of Indianapolis General Agents 

Managers Assn.. Featured on the 
program will be A. J. McAndless, pres- 
ident Lincoln National; K. E. Yates, 
vice-president Empire Life & Accident;; 
G. R. Huffer, manager Prudential; and 
Fitzhugh Traylor, manager Equitable 
Society. Moderator will be ‘R. W. Osler, 
vice-president of Rough Notes. 

The discussion will take up such ques- 
tions as “What is our service obligation 
to the group policyholder who didn’t 
pay for service to begin with?”’, “What 
is our service obligation to rural terri- 
tories where the cost of selling is high 
for the average agent?”, “What is our 
obligation to warn the public about 
borderline companies?”, “Where is the 
line between twisting and the obliga- 
tion to tell the truth?”, and “Have we 
the right to spend policyholders’ money 
hiring job seekers instead of building 
career men?” 


Form W. Va. Trust Council 


West Virginia Life Insurance & 
Trust Council has been organized, 
sponsored by West Virginia Life Under- 
writers Assn. and the trust division 
of West Virginia Bankers Assn. 

Warren H. Eirman, Clarksburg, is 
president; Clyde O. Law, Northwestern 
Mutual, Wheeling, and Alan A. Green- 
spon, Charleston, vice-presidents; David 
D. Taylor, Shanandoah Life, Clarks- 
burg, secretary, and Earl E. Thomas, 
Charleston, treasurer. 


To Talk on Human Letters 


Harold P. McQueen, instructor in 
business letter writing, will talk on 
“Human Letters” at the Oct. 16 meet- 
ing of Chicago A. & H. Assn. 


Southwestern Life has promoted 
Douglas M. Ibbott to chief underwriter 
in the home office. He has been assist- 
ant chief underwriter. He has been in 
the home office since 1940 and is a 
L.O.M.A. certificate holder. 


CHARLES J. LOY, 63, assistant 
claim manager at Syracuse, N. Y., of 
Travelers, died there after an illness of 
several _months. He had been with 
Travelers 41 years. 





U.S. LIFE... 


a better life to live! 


It is hard to imagine projects such as the New York Herald 
Tribune Fresh Air Fund, the United Jewish Appeal, and the 
Urban League existing in a totalitarian country. The motives 
that start them, the tasks they perform, the nature of their 
support and everything they stand for grow out of convic- 
tions and feelings that are foreign to the thinking of 
non-democratic peoples. 

For legions of poor young Americans the Herald Trib- 
une’s Fresh Air Fund means two wonderful weeks in the 
country. But it means more than that. It is often the intro- 
duction to a new concept of citizenship, of respect for 
themselves and others, and of the opportunities for a good 
life open to those who live in a free society. 


Your contribution to the Herald Tribune Fresh Air Fund 
and other worthy movements helps to make U. S. Life... 


A Better Life to Live. 


xk *k *& 


The insuring public’s steadily increasing appreciation of United 
States Life’s century of service is well expressed in the words of 
Captain Eddie Rickenbacker, “If a thing is old, it is a sign that it 
was fit to live. The guaranty of continuity is quality.” 


= United States Life 
INSURANCE COMPANY 
In the City of New York 

84 William St., New York 38, N.Y. 
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No Hamilton Motion 
for A.L.C. This Year 


Isaac Miller Hamilton, chairman of 
Federal Life of Chicago, and one of the 
founders of the American Life Conven- 
tion, who was scheduled to make a 
motion for adjournment of the annual 
meeting Friday afternoon, was absent 
for the first time since the A.L.C. was 
organized. 

Colonel 
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CALIFORNIA 


Hamilton, who 
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PENNSYLVANIA 


passed his 87th birthday, is in good 
health but as part of his program of 
taking things somewhat easier he re- 
mained away from Toronto. It has 
long been a tradition to call on him 
for the motion to adjourn, to which he 
would respond not only with the ad- 
journment motion but with a few per- 
sonal reminscences of the early days 
of the A.L.C. 


Cummings Treats 
10 Current Trends 
in Insurance 


Ten current trends in the distribution 
of life insurance were reviewed before 
the agency section 
of American Life 
Convention by H. 
J. Cummings, pres- 
ident of Minnesota 
Mutual Life. The 
trends had already 
been studied by his 
listeners, who dur- 
ing the summer 
had been asked to 
vote on the ones 
they thought most 
important. 

In the order of 
importance, accord- 
ing to the vote, the , 
trends were: mass selling; increase in 
the cost of life insurance; government 
competition; the decreasing value of 
the dollar; increasing volume of term 
insurance, inter-company competition in 
war clauses; more responsiveness to the 
needs of the public; the trend to branch 
offices from general agencies; the great- 
er agency department voice in company 
decisions and the increase in the num- 
ber of companies in America. 





H. J. Cummings 


Easy to Lose Perspective 


“Tt would be trite to say that man- 
agement should be alert to these trends 
and should influence and guide them in 
every possible way,” Mr. Cummings 
said, “but it is difficult not to get lost 
in administrative, investment or other 
problems. Because of limitations in 
physical energy and in time, we tend 
naturally to leok at our production rec- 
ords and persistency ratios, then figure 
that anything more is the agency head’s 
worry. But the duty of guiding or of 
at least trying to influence trends that 
emanate, perhaps from within the busi- 
ness itself, perhaps from more potent 
sources outside, can hardly be delegated 
to the agency department and forgotten. 

“There are trends today which, unless 
controlled, may in the future strike at 
the very heart of our business. Govern- 
ment encroachment could become a 
great threat. Trends in the field of ed- 
ucation, tending to destroy the principle 
of individual effort and thrift which 
built this great country and without 
which it cannot survive, may well be 
another. 

“As never before alert leadership is 
needed. And the greatest business in 
the world has a profound obligation to 
supply its share of such leadership, to 
look beyond today’s managerial prob- 
lems and take an active part, individ- 
ually and collectively, in helping to 
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Martin B. Williams, managing director 


Life Insurer’s Conference; W. T. Grant, 
chairman of Business Men’s Assurance, and 
Edward J. Schmuck, general counsel for 
Acacia Mutual, at A.L.C. meeting. 


guide those basic trends which will in 
the years ahead not only determine the 
future of our business but the economic 
and social character of the people of 
this country as well.” 





American Service Bureau 
Had Most Successful Year 


In reporting on the work and activ- 
ities of American Service Bureau at the 
A.L.C. meeting, Lee N. Parker, presi- 
dent, said the past convention year has 
again brought to the bureau the broad- 
est patronage it has ever enjoyed, and 
by a very comfortable margin. Though 
limiting its service, with very minor 
exceptions, to life and accident insur- 
ance companies, the bureau, through 
its system of 40 branch offices, serves 
more than 1,800 individual accounts. 
He reported it is unfortunate that the 
bureau does not maintain a branch of- 
fice system in Canada. He expressed the 
hope that it may in a not too distant 
future undertake such a program. 

Last January a modest increase in 
charges for inspection reports went into 
effect. This became necessary not only 
to assure some net gain which, though 
very small, is a minimum requirement 
of a sound business, but essentially to 
maintain an adequate and _ contented 
representation in the field It is hoped 
that further general increase in inspec- 
tion charges will not be necessary, al- 
though the personnel problem is still 
a difficult one. 

During the past year, all of the prin- 
cipal life and accident report forms have 
undergone revision, more effectively to 
cover the military status of applicants 


in the younger age groups and in 
effort to report more accurately habi 
data in all age groups. Here and th 
a new form has been drawn up or 
special service undertaken at the i 
stance of and better to serve individ 
companies or to answer special needs 
a department. 


A.L.C. Staff Alumni Prese 


Among those present at the A.L, 
meeting at Toronto were several form 
A.L.C. staff members, including Clar 
Adams, president of Ohio State Lif 
B. K. Elliott, executive vice-presid 
of John Hancock, both of whom serve; 
as A.L.C. manager and general counsel; 
F. Edward Huston, vice-president an 
actuary of Guarantee Mutual Life, form, 
er A.L.C. actuary; and Victor A. Lu 
nicki, associate counsel of John Han, 
cock, former A.L.C. assistant counsel, 


Life Medical Directors 
Meet at New York City 


Dr. Philip S. Hench of the May 
Clinic and Nobel prize recipient, Dr 
H. M. Marvin of Yale University, ani 
Dr. Francis D. Dieuaide, director 0 
the Life Insurance Medical ‘Research 
Fund spoke at a meeting of the Ass 
of Life Insurance Medical Directors x 
New York City. Dr. Lauritz S Yl 
saker, association president and medica 
co ig of Fidelity Mutual Life, pre 
sided. 
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Gordon Crosby, New England Mt 
tual, adressed a luncheon of the Seattk 
managers on “The First Two Weeks o 
a New Agent’s Training.” 











sound underwriting judgment. 


Must be able to get things done. 


come an important member of its 


HOME OFFICE 
ACCIDENT, HEALTH & HOSPITALIZATION 
UNDERWRITER 


Position open for experienced man. Must have good knowledge of 
all kinds of accident and health, hospital and medical policies and 


Must possess executive ability, initiative, ambition and ability to 
maintain good relations with company representatives, 


Such a man may now be employed where he has no opportunity for 
advancement. This young insurance company offers chance of a life- 
time, a good salary, opportunity to be chief underwriter and to be- 


If you consider yourself qualified for this position, communicate in 
strictest confidence with Armed Forces Mutual Life Insurance Com- 
pany, 1212 Grayson Street, San Antonio, Texas, Garfield - 9185. 
Jonathan M. Wainwright, President. 
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Pension Sal 


and qualifications. 





Unusual Opportunity for 


Excellent opportunity for experienced man as direc- 
_ tor of sales for pension division. Company over 50 §f ‘ 
years old and well established in ordinary and group 
fields. Write in confidence, outlining experience 


Box H-44, The National Underwriter, 
175 W. Jackson Blvd., Chicago 4, Illinois 
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Policyholder and 
His Problems of 
iFirst Importance 


What He Wants from 
Business Told by Cecil 
Woods in A.L.C. Talk 


TORONTO — The necessity for an 
understanding of the policyholder and 
his problems was stressed by Cecil 
Woods, president of Volunteer State 
Life, in his presidential address at the 
annual meeting here of American Life 
Convention. 

Mr. Woods said the _ policyholder 
rightfully expects the leaders of the 
life insurance business to assume their 
full responsibility in all activities perti- 
nent to the common welfare of all 
people. And in particular, he said, the 
policyholder wants the business to throw 
its full weight behind every sound move- 
ment for the preservation of his savings 
dollar. 

“He is deeply concerned about the 
value of the dollar he has labored to 
earn and save. He asks that every 
branch of his government plan and take 
the steps necessary for its preservation. 
His whole family security program was 
created with full trust in the mainte- 
nance of its value. He grew to man- 
hood with confidence in the value of 
the dollar. He wants to keep this confi- 
dence. He wants his country to keep it 
and the world to keep it. He is willing 
to make sacrifices toward that end. He 
expects his government to exercise the 
foresight and courage to do likewise. 


Interested in Government 


“As surely as I believe the life insur- 
ance policyholder is entitled to be called 
‘good citizen,’ Mr. Woods added, “I 
also believe he is giving serious thought 
to the plans and actions of those respon- 
sible to him in important matters of 
everyday life. First, I would say he 
is giving, and rightfully so, more con- 
sideration to his government. He is 
conscious of the ever increasing tax 
burden upon his shoulders; he knows 
that he and every man, woman and 
child in the United States paid last 
year to federal, state and local govern- 
ments an average of $360, a figure that 
has doubled in the short span of eight 
years, 

“We can be sure the policyholder is 
willing to pay his full share of the cost 
of defense; just as he did in the two 
world wars, he accepts staggering finan- 
cial demands of building and maintain- 
ing our defense forces. He asked only 
these sums be wisely spent. He knows 
the complexities of government by 
agencies; he feels he is justified in ex- 
pecting better management in_ the ad- 
ministration of these agencies. He ques- 
tions the many wasteful practices which 
surround him daily; he wants them 
eliminated and especially when he and 
all others are paying the stupendous 
costs of arming for defense.” 


Looks to Field Man as Adviser 


Mr. Woods said that as the policy- 
holder has become a better informed 
member of the vast family of life in- 
surance owners, his interest in how his 
business is being conducted has steadily 
increased. He looks to the field man, 
his economic adviser, to show him the 

way. “He expects, and righfully so, that 
the man we send to him is well ground- 
(CONTINUED ON PAGE 32) 





Wilde’s Career 
Has Been Meteoric 


Frazar B. Wilde, newly elected presi- 
ent of American Life Convention has 
been president of 
Connecticut Gen- 
eral Life since 1936, 
when he took over 
the post at the age 
of 41. He had start- 
ed with the com- 
pany shortly be- 
fore the first war, 
in which he served 
overseas. He re- 
turned to the com- 
pany in 1919, be- 
came an _ auditor 
and then joined the 
claim department. 
In rapid succession, 
he became head of the claim depart- 
ment, of the accident department, of 
the group department, and the agency 
department. He became secretary of 
the company and in 1932 was named 
vice-president. 

Mr. Wilde has been a member of the 
executive committee of A.L.C. since 
1946 and has been on many committees 
and joint committees of life insurance 
associations. He has for the past year 
been chairman of the program commit- 
tee and a member of the joint inflation 
control committee. He is a director of 
Life Insurance Medical Fund and chair- 
man of the insurance committee for the 
voluntary credit restraint program. He 
is a trustee of the committee for eco- 
nomic development and served as ad- 
viser in real estate matters to the fed- 
eral reserve board. 

His first major act in insurance asso- 
ciation work was in 1926 when he par- 
ticipated in a reorganization of the Ac- 
cident & Health Bureau. He was one 
of the founders of Institute of Life In- 
surance. 





Frazar B. Wilde 


Prepare for Princess 


Those attending the A.L.C. meeting 
found Toronto bustling with prepara- 
tions for the impending visit of Princess 
Elizabeth and her husband. The royal 
couple are scheduled to arrive in Tor- 
onto Friday, final day of the A.L.C. 
meeting. The visit made the hotel room 
situation additionally tight. People who 
had written for reservations months in 
advance found no choice but to accept 
accommodation in hostelries other than 
the convention hotel, despite the latter’s 
huge size. 





Beal Combination 
Section Chairman, 


Hamrick Secretary 


Orville E. Beal, vice-president of 


Prudential, was elected chairman of the 
combination companies section of Amer- 
ican Life Convention at the annual din- 
ner meeting of the section at Toronto. 
Mr. Beal, who was elected secretary at 
has 


last year’s aiebiaiieg been acting 





W. J. Hamrick Orville E. Beal 


chairman since Malcolm Young, former 
chairman, retired as second vice-presi- 
dent of Prudential. 

W. J. Hamrick, agency vice-president 
of Gulf Life, was elected secretary. He 
presided at the dinner in the absence of 
Mr. Beal. The speaker was B. N. Wood- 
son, managing director of National 
Assn. of Life Underwriters, whose talk 
is reported elsewhere in this issue. 


B.M. A. Again Host at 
Breakfast Session 


In line with its custom started a 
number of years ago, Business Men’s 
Assurance was host to a large group 
of guests at breakfast during the A.L.C. 
meeting at Toronto. Chairman W. T. 
Grant introduced head table dignitaries 
and others. 

Charles E. Cleeton, Occidental of 
California, Los Angeles, new president 
of National Assn. of Life Underwriters, 
the guest of honor, was called on for 
a talk. Mr. Grant inaugurated these 
breakfasts some years ago to get con- 
vention-goers better acquainted and to 
honor the incoming president of 
N.A.L.U. 











Several of the executives at Toronto 
for the A.L.C. meeting had been in Can- 
ada since the recent meeting of Society 
of Actuaries. Most of them used the 
interval for vacationing. 





Optimism at ALC Toronto Meeting 


Wilde President; 
McHaney Russell 
fo Executive Group 


Inflation, Income Tax, 
War Pool Problems Fail 
to Cloud Atmosphere 


By ROBERT B. MITCHELL 


TORONTO — Problems of inflation, 
income taxation and war catastrophe 
pooling are much in the minds of those 
attending the American Life Convention 
annual meting here, yet the prevailing 
atmosphere is one 
of optimism and a 
feeling that what- 
ever problems face 
the life insurance 
business can be sol- 
ved by diligent 
effort. 

Not the least fac- 
tor in this atmos- 
phere of cheerful- 
ness was the news 
that last Friday the 
Senate and House 
conferees had 
agreed to the 6% 
% federal income 
tax plan proposed by A.L.C., Life In- 
surance Assn. of America and Life In- 
surers ‘Conference. 

This year’s A.L.C. meeting of course 
had a special quality because of being 
held in Canada. This is an unusual de- 
parture, as the A.L.C. ordinarily holds 
its gathering at Chicago, the last Can- 
adian meeting having been at Toronto 
in 1932. 

The Canadian life insurance people, 
always cordial and hospitable, made 





Cecil Woods 





OFFICERS ELECTED 


President—Frazar B. Wilde, president 
Connecticut General Life. 

Executive committee, new members— 
Powell B. McHaney, president General 
American (three years) ; Frederick D. Rus- 
sell, president Security Mutual of Bing- 
hamton (two years, to fill out unexpired 
term of the late George Avery White, 
— of State Mutual). 








Four of those on the legal section program: Gordon C. Reeves, assistant general 
counsel Lincoln National; Dudley Porter, Jr., associate general counsel Provident Life 
& Accident; R. D. Taylor, general counsel of Sun Life of Canada, legal section secre- 
tary, who presided as chairman in the absence of Powell B. McHaney, president of 
General American Life, the section chairman; and Millard Bartels, vice-president and 


general counsel of Travelers. 


s reelected—F. W. Hubbell, 
president Equitable of Iowa; Ralph R. 
Lounsbury, president Bankers National 
Life, and H. P. Skoglund, president North 
American Life & Casualty. 

Members ex-officio—S. J. Hay, president 
Great National, and Cecil Woods, president 
Volunteer State Life, the two most recent 
past presidents. 





their U. S. colleagues feel entirely 
at home at Toronto and conveyed to 
first-timers in Canada a new sense of 
the close relationship that exists be- 
tween the two countries. 

Attendance, including wives, is about 
850. While this is considerably below 
last year’s corresponding figure of ap- 





The time of the 1952 annual meet- 
ing is Ot. 5-10, the place: the 
Edgewater Beach Hotel, Chicago. 





proximately 1,000, it is considered very 
good for a meeting held away from a 
centrally located spot like Chicago. 
Alfred N. Guertin, A.L.C. actuary, 
discussing his report at the business 
session stressed the service that the 
A.L.C, renders to its member companies 
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in collecting and disseminating informa- 
tion. He indicated that his report would 
summarize the activities of the actuarial 
division of the A.L.C. 

The members adopted memorial res- 
olutions on John Marshall Holcombe 
Jr., who was managing director of 
L.I.A.M.A. and George Avery White, 
president of State Mutual Life, who 
was a member of the A.L.C. executive 
committee. A memorial resolution on 
all executives of member companies 
who had died since the previous annual 
meeting was also adopted. 


Wods Address Given Wednesday 


Following the meetings of the legal 
section and agency section Tuesday the 
first general session opened Wednesday 
with Cecil Woods, president of the 
A.L.C. and of Volunteer State, presid- 


ing. 
Mr. Woods gave his presidential ad- 
dress, which was made available fol- 
lowing the session in pamphlet form. 
There followed the report of Robert 
L. Hogg, executive vice-president of 
A.L.C., and addresses by Commissioner 
Frank Sullivan of Kansas, president of 
National Assn. of Insurance Commis- 
sioners, and Charles E. Cleeton, general 
agent of Occidental Life of California 
at Los Angeles and president of Na- 
tional Assn. of Life Underwriters. 
That afternoon Alfred N. Guertin, 


actuary of the A.L.C., gave his re- 
port at the business session. After pre- 
sentation of committee reports the new 
officers and executive committee mem- 
bers were elected. : 

Wednesday evening those attending 
the convention were guests at a cocktail 
party given by Manager John Johnson 
of the Royal York hotel, where the 
meeting was held. 

Executives of the combination com- 
panies held their dinner Wednesday. 
evening, the featured speaker being B. 
N. Woodson, managing director of Na- 
tional Assn. of Life Underwriters. W. 
J. Hamrick, Grief Life, section secre- 
tary, presided in the absence of Or- 
ville E. Beal, Prudential, acting chair- 
man. 

Speakers at the Thursday morning 
general session were E. M. McConney, 
president of Bankers Life of Iowa, on 
“The Responsibility for Field Manage- 
ment;” Dr. Lennox G. Bell, dean of 
the medical faculty of the University 
of Manitoba, on “Medical Research in 
1951,” and Lt. Gen. Albert C. Wede- 
meyer, vice-president of Avco Manufac- 
turing Co., New York City, on “Se- 
curity Is Our Business.” 

Luncheon speaker was Commerce 
Secretary Sawyer, whose subject was 
“North America Mobilizes Its Strength.” 
Secretary Sawyer gave a comprehensive 
talk on North American unity, outlin- 
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uninterrupted growth, ac- 
celerating in recent years, 
always keeping pace with 
the progress and expansion 
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$147,325,558 


of the Western territory it 
serves. Today 47,648 West- 







Insurance in Force increased $10,283,899 in 1950 to a total 
at the end of the year of $147,325,558. Number of policy- 
owners in the Company is now 47,648. The average size of 


erners own over $147 mil- 





policy is $3081. 








lion of Standard insurance. 


The average size of policy in force is $3,081. 
One of the best indications of policyowners’ evaluation of their life 


insurance contracts is the termination rate. Again in 1950, Standard’s 


termination rate was among the 


lowest in the country. Much of 


Standard’s business each year comes from present policyowners who 
are increasing their life insurance programs. 





STFAN DARD 
WIUW«ECE 


Established 1906 
HOME OFFICE e PORTLAND, OREGON 


A Western Company owned by its Policyowners 





ing the various economic problems of 
joint interest to Canada and the United 
States. 

At the afternoon session Roswell 
Magill of the New York law firm of 
Cravath, Swaine & Moore, former 
under-secretary of the Treasury, spoke 
on the tax outlook for 1952. The final 
speaker scheduled was President Charles 
G. Taylor, Jr., of Metropolitan Life 
but he was unable to be present because 
of illness. 

That evening there was a reception 
at which the Canadian member com- 
panies of A.L.C. were hosts. This was 
followed by the annual dinner dance 
and entertainment. 

The meeting will conclude Friday with 
the financial section session. Willard N. 
Boyden, vice-president of Continental 


Assurance, will preside as section chair. 

man. Edmiston, vice-president { 

Kansas City Life, will discuss the out# on | 

look for the mortgage market; Ronald 

A. McEachern, editor of the Financia} 

Post, Toronto, will talk on “How T but T 

Canadian Sees It,” and William 

Biggs, vice-president of Bank of Ney 

York and Fifth Avenue Bank, Ne Kept 
Real 













York City, and chairman of the Brook 
ings Institution, will discuss inflatio 
and the U. S. economy. 

John Stuart, chairman of Quaker 
Oats Co., will be the luncheon speaker, 












]. G. Parker Tells How Better Agent 
Selection Has Built Public Confidence 


More careful selection of agents dur- 
ing the past 25 years has resulted in a 
more extensive and 
better informed 
service to the gen- 
eral public, John G. 
Parker, president of 
Imperial Life, told 
the agency section 
of American Life 
Convention. This 
betterment in serv- 
ice to the public, 
he added, has cre- 
ated a_ betterment 
in public opinion 
both of the business 
and the agent. 

In addition to 
better selection, Mr. Parker said, the im- 
proved situation of life insurance in 
Canada is also due to the training plans 
which the companies have instituted. 
These have added to the prestige of the 
men and have widened the scope of serv- 
ice which they have been able to render 
to the public. 

“Life insurance must still be sold,” 
Mr. Parker remarked. “We must still 
go out and find our clients and sell our 
product to those clients, but it is im- 
measurably easier to gain access to those 
clients, to gain their confidence, to gain 
the information necessary to give proper 
service, than it was in former years. 
Indeed there is no comparison as to the 
regard which the general public now 
has for the agent as compared with 45 
years ago. 


Good Agent Must Know Laws 


“A very important part of the service 
of the agent arises from the complexity 
of our laws governing all types of busi- 
ness, laws governing income taxes, estate 
and gift taxes and the laws governing 
life insurance itself. He must have full 
knowledge of these to give sound and 
proper advice to clients in arranging 
their estates and in applying life insur- 
ance as a solution to varying business 
situations. The diversity of income and 





J. G. Parker 











Mr. and Mrs. James A McLain. Mr. Mce- 
Lain is president of Guardian Life. 


Afternoon speakers will be D. B. Man. at F 

sur, president Central Mortgage § 

Housing Corp., Ottawa, “Economic H 

Growth and _ Life Insurance,’ and og 

Carrol M. Shanks, president of Pruden. 

tial, “The Value of the Dollar.” It becc 
ernment 


annuity settlements offers another bre 
field of service requiring expert kno 
edge in many related matters in reg 
to the settlement of estates. The ag 
with this knowledge and giving su 
service is in a very true sense a profeé 
sional man.” 3 

The agent formerly selling stricf 
ordinary individual policies will 
the future more and mor 


want to be reasonably informed o 
group insurance, Mr. Parker declared 
Even if an individual only sells a 


occasional case of this type, it can add 
substantially to his income. And his 
entree and prestige with his own clients, 
Mr. Parker added, should enable him 
to secure such business if he is reason 
ably informed in regard to it; there is 
no reason why he should let it all go to 
the so-called specialists. 


Warns on Rate Cutting 


Mr. Parker said that the great growth 
of group insurance has resulted in a 
much wider distribution of insurance a 
a whole, with a consequent growing re 
gard for the business, heightened by the 
prompt settlement of claims which itis 
generally possible to effect in grow 
insurance. There is, however, a danger 
in present group practices which may 
cause an unfavorable public reaction to 
the business, he continued. Because of 
strong competition for large cases, he 
said, there has grown up a practice of 
quoting rates and shortly after cutting 
them to meet the rate of a competitor. 
Mentioning that this applies not only 
to group life and group casualty bus 
ness, but in some measure to group af- 
nuities, he said that it has involved 
replacement of existing cases as well a 
rate cutting and retention quotations 
for new Cases. 

Unfortunately, Mr. Parker remarked, 
these practices have taken away from 
many men the opinion that life insut- 
ance is an exact science based on expeft 
ence, with rates designed to combine 
safety and as low a net cost as is com 
patible with safety. 

An agent should sell his product by 
selling the benefits afforded through life 
insurance and not by coming back re 
peatedly with a lower and lower rate, Mr. 
Parker opined. The practice of rate 
cutting merely to secure business wil 
destroy the public’s confidence in 
business. The public could easily de 
velop a suspicion about the business 3% 
a whole, wondering if it is getting the 
“best rate” in any kind of policy being 
purchased. 


Offers Solutions 


As a solution to this problem, Mt 
Parker suggested a commonly accep 
set of principles concerning consisteny 
of treatment and prevention of discrim 
nation between groups in the same com: 
pany, and a more frequent exchange of 
views and opinions as to credibility 
experience and the margin for prospe 
tive contingencies. ; 

“It would seem good business to m6 
Mr. Parker commented, “for top mat 
agement in life insurance not only ® 


applaud the fine totals of group business ing. 
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: ule Real Problems Ahead Are 
taaee 4) at Federal Level, R. L. 
E 
cc” aut Hogg Reports to A. L. C. 
f Pruden. 
It becomes the problem of the gov- 
emment to sustain the preparedness 
program with the 
least possible dis- 
location of our 
economy, Robert L. 
Hogg, executive 
her bro vice-president and 
rt knows general counsel of 
in reg A. said in 
The agi giving his annual 
ring su report at the gen- 
a profg eral session Wed- 
; ‘nesday. This is but 
x strict another way of 
will saying there must 
1 mor bs comes — 
rmed on z the individual, he 
declared, = Mess added, but they 
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him ject is of foremost interest to the life 


a Pace with the increasing cost of liv- 


must be kept at a minimum. 

“Probably the most important source 
of our present controls is the attempt 
to curb inflation,” he said. “This sub- 


insurance business. . . We are respon- 
sible to the purchasers of life insurance 
to do everything in our power to pre- 
serve the purchasing power of every 
dollar of insurance proceeds. Long be- 
fore the Korean incident, the life in- 
surance business was very aggressive 
in pointing out to the public the dangers 
of inflation and means of sr it. 
The life insurance business has been 
one of the leading exponents of the 
principle that inflation is largely a mat- 
ter of the expansion of credit. Amer- 
ican Life Convention and Life Insur- 
ance Assn. of America have done more 
than merely render lip service to this 
program to curb. inflation. Nine months 
ago the two organizations prepared and 
presented to Congress a_ well-defined 
statement as to the causes of inflation 
and some of the suggested remedies.” 


Will Be Continuing Program 


The business has been in the fore- 
front of institutional investors in co- 
operating with the federal government 
through its federal reserve board in 
seeing to it that there should be no 
extension of credit if it has an infla- 
tionary tendency, Mr. Hogg said. 
A.L.C. member companies are fully ad- 
vised as to what the business has been 
doing in this particular field. It will 
be a continuing program which will 
demand the attention and cooperation 
of the companies for many months to 
come. 





but to look closely into the sales meth- 
ods, rate setting procedures and the 
whole basis of operation of this business 
pe the company and within the in- 


ustry. 

Mr. Parker observed that the tendency 
of the public to buy higher average size 
Policies serves almost as an escalator 

use in the agent’s earnings as long as 
he sells as many policies a year and 
sells the same type of average premium. 

any agents, however, while keeping 
their volume up have not kept pace with 
the cost of living because their number 
of sales has slipped gradually, and they 

ve sold more term insurance. Because 
of this, Mr. Parker believes that home 
offices should constantly emphasize the 
importance not only of average policy 
but of number of sales and average pre- 
mum as they ultimately affect commis- 
sin earnings and the agent’s ability to 





Mr. Hogg then pointed out that in 
spite of the tremendous growth of the 
life insurance business in the past 14 
years, the expansion of the federal pro- 
gram of social security and all of its 
present and future ramifications has 
practically forced private life insurance 
business to take a back seat. He gave 
the total amount of life insurance in 
force (as quoted from actuarial study 
31 of the social security division of 
federal security agency) under the old 
age and survivors program and in 
veterans administration of $233 billion 
and the total for private life insurance 
as $244 billion. 


In Competition With Government 


“Assuredly we are in competition with 
government, and on a most unfavor- 
able basis,” Mr. Hogg said. “Social se- 
curity long ago left the poorhouse 
category. It has gone across the tracks 
and is very effectively competing with 
private enterprise. Under a program of 
educating the public as to its ‘rights’ 
under social security, private insurance 
is taking a terrific chastisement, if not 
directly, at least indirectly. Under the 
label of educating the public, insurance 
does not have the facilities for promot- 
ing this propaganda as do the exponents 
of social security expansion.” 

Mr. Hogg concluded: “At practically 
every one of our annual meetings, some- 


one comments upon the fact that every- 
thing that affects the American economy 
affects life insurance. By that same 
token, if we follow the things that af- 
fect our economy, we are going to fol- 
low about every legislative activity. 
Commencing with the turn of the cen- 
tury, we have seen a consistent change 
in the attitude of the federal toward 
the state governments. By a system of 
rewards and punishment, the federal 
government has invaded about every 
phase of state sovereignty. The so- 
called grants-in-aid have given the fed- 
eral government undisputed control of 
entirely too many state functions. With 
the grant-in-aid principle the federal 
government has about taken over from 
the states complete control over many 
phases of education, highway construc- 
tion, conservation and the like. It is 
an ingenious device. 

“Then came the penalty idea develop- 
ed by the unemployment insurance part 
of the social security program. Under 
it, the federal government said: ‘We 
will tax you 3% on your payroll, but 
if your state will do certain things and 
enact certain tax laws, we will credit 
your tax liability with what you pay the 
State.’ The picture was complete. The 
reward was forthcoming for following 
federal dictates. There was reward for 
doing, and penalty for failure to do 
what was desired by the federal govern- 


ment. There is no wonder, then, that 
every vestige of power today to do 
the things that affect our economy, 
rests in the federal government. The 
basic interests of life insurance are ac- 
cordingly wound up in the policies at 
the federal level. This prompts me again 
to say that the importance of our rela- 
tions with the federal government are 
not going to diminish. They are going 
to increase. Like every business, our 
real problems ahead of us are at the 
federal level.” 











From North American Accident: James 
Manzelmann, assistant agency director, and 
Robert R. Neal, vice-president. 
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These are some of the things we 


think about as we move toward the 
end of our 50th year. 










What a grand business Life Insur- 


ance is because nowadays, more than 
ever before, it is the only means by 
which the average man may hope to 
create an estate. 











How fortunate we are to have such 


a fine, loyal, fast-traveling field force 
which has to its credit so many out- 
standing progress records. 











These two thoughts make the 


future look good to us. 
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Life Insurance Distribution Big 
Topic for Agency Leaders 





CROSS SECTION OF OPINION 





Agency Executives’ Ideas on 
Current Trends Surveyed 


What a cross-section of agency execu- 
tives thinks about the trend to term, se- 
lection standards for agents and mass 
recruiting; mass selling, A. & H. institu- 
tional training managerial training and 
increases in business through brokerage 
sources was presented by W. P. Worth- 
ington, executive vice-president of Home 
Life of New York, at the American 
Life Convention agency section meet- 
ing. 

The consensus seems to be that the 
sale of term insurance has gone beyond 
the point where it is in the best interests 
of the public, the field men and the 
companies themselves. Mr. Worthington 
quoted several representative replies to 
his questionnaire. Samples are: 

“Availability of decreasing term riders 


has been good for the family man but 
insufficient guidance of the agents has 
resulted in many term sales to buyers 
with ability to pay for the additional 


savings feature of ordinary and long 
term endowment. The most dangerous 
trend is toward the very long term 


plans. Most men go through a number 
of acute financial stress periods and if 
term is the basic program the term will 
disappear and there won’t be a program. 
Often the only way in which the amount 
of insurance called for by a program 
can be carried is through a substantial 
amount of decreasing term. 

“The desire to make records based on 
face amount results in a tendency to 
write a large volume of term, par- 


. ticularly when an agent is trying to 

















An action-packed drama that drives home 
the benefits of complete coverage. 


FOR SALES 
PRESENTATIONS WITH A PUNCH 


The sales plan that 
develops larger pre- 
mium.. 
commission. Another 

reason why General American 
Lifemen are in business always. 












COVERS 
DISABILITY 









- greater 










COVERS 
UNEMPLOYMENT 





COVERS 
OLD AGE 





GENERAL AMERICAN LIFE INSURANCE COMPANY 





qualify for the Million Dollar Round 
Table or a company convention. Recog- 
nition should be given more on the basis 
of commission income than face amount. 
The companies themselves were respon- 
sible for the sharp rise in term sales 
which took place following the intro- 
duction of CSO rates. However, the 
sales spurt should drift back to the 
normal pattern within a year. 

“There seems to be a race on between 
the companies as to who can offer the 
most term coverage for the least pre- 
mium. This is extremely hazardous to 
the entire fabric of life insurance distri- 
bution and it will not be counteracted 
until every segment of the business 
comes to understand just what danger 
is involved.” 

One company changed all its emphasis 
to premiums the first of the year. 

An officer of another company saw 
a distinct correlation between the volume 
of term written and the credits given 
for term. 

Answers were practically unanimous 
that there has been no let-down’ in 
selection standards for new agents. Less 
is heard about selection tests than five 
years ago, largely because they are now 
taken for granted. All companies con- 
tacted are constantly attempting to up- 
grade their agency staffs. 


Replies on Mass Selling Varied 


Mass selling brought a wide variety of 
answers. Samples: “The question in 
my mind is whether the group market 
is big enough to have as many com- 
panies engaged in it as there are com- 
panies engaged in the individual policy 
field. If the agent is by-passed as far 
as commission is concerned, through 
special deals and the like, then the 
American agency system could be ad- 
versely affected. There seems to be some 
trend in this direction, particularly in 
certain of the group undertakings.” 

An executive of a company long in the 
‘group field said there had been no recent 
objections from its field force and he 
doubted that this was merely a reflection 
of the present full-employment situa- 
tion. He believes the existence of 
group insurance is as potent a factor in 
helping future individual sales as in 
hurting them. 

From a manager: “. . . Mass produc- 
tion can be maintained on a high level 
without materially affecting the present 
agency system provided the companies 
will follow the model bill recommended 
by National Assn. of Insurance Com- 
missioners.” 

A general agent of a company active 
in pension trusts but not in group be- 
lieves that the present market is not 
sufficient to support all the companies 
that are in the group field plus those 
that will get in and that “10 years from 


now, in a fight for survival, certain 
practices which we now _ consider 
unwholesome will become common- 


place.’ He mentioned rate competition 
through retention of premiums, depar- 
ture further and further from the 


(CONTINUED ON PAGE 31) 





W. B. Stannard, vice-president of Occi- 
dental of California; Don L. Parker, vice- 
president and actuary of Security Mutual 
of Nebraska; and Burr Betts, treasurer of 
Security Life & Accident of Denver. 
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An illuminating analysis of highly 
significant trends in the distribution ¢ 
life insurance, coupled with warning tha 
if these trends continue on their present 
courses they will change the ageng 
system beyond ret 
ognition in 10 
15 years, mar 
the agency secti 
meeting of Am 
can Life Conve 
tion at Toronto 
Chairman Wendel 
F. Hanselman, who 
is’ vice - president 
and superintendent 
of agencies of Un 
ion Central Life 
voiced the warning 
about what thes 
trends could do to 
the agency system. 

“Anything that threatens to change 
the agency system of distributing lie 
insurance,” he said, “will vitally affect 
the entire structure of the institution 
Therefore, isn’t it essential to their po 
sition that men at the top level of life 
insurance management not only take 
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notice of any trend that may affect tht 
agency system but also take responsi 
bility for the direction and control 
such trends?” 

Among the many trends discussei 
were mass sales, government encroach 
ment, the rise of term insurance, bettet 
selection of agents, and improvemet! 
in the selection and development @ 
managers and general agents. 





OFFICERS ELECTED 
Chairman—W. R. Jenkins, vice-presi- 
dent Northwestern National. 
Secretary—Perry T. Carter, vice 
president of Travelers. 


— 











“As each of these trends is laid ot 
on the table before you in a fact 
manner it will be up to you to deci 
which are in the best interests of t 
public and of the institution of life © 
surance and which are destructive ® 
these interests,” said Mr. Hans 
“It will be up to you to decide wht 
can be done to encourage the favorablt 
trends and what can be done to contd 
those which are unfavorable.” 

At the conclusion of his introductof 




















"12, 195) 


rter 


ks Top 
in 
ments 


of highly 
ibution of 


rning that 
ir present 
le agency 
yond ret 
in 10 f 


, mar 


cy section 
of Ame 

Convet- 

Toronto, 
— Wendell 
Iman, who 
- president 
rintendent 
es of Un 
itral Life 
e warning 
hat these 
yuld do to 


‘y system. 


to change 
puting life 
ally affect 
institution 
» their po 
vel of lift 
only take 


T. Carter 


affect tht 
» responsi: 
control 0 


discussed 
encroach 
nce, better 


ne, be 


pment oi 


is laid o# 
a facta 
to decid 

sts of tht 
of life # 

ructive 


Tanselmaty 


scide whit 
» favorablt 
to conttd 


troducton 





i 








October 12, 1951 


HteNATIONAL UNDERWRITER 









A.L.C. ANNUAL MEETING 


23 




















remarks, Mr. Hanselman said _ that 
“some of these trends are so powerful 
that their control and direction into 
proper channels challenges the best that 
js in all of us individually and collec- 
tively.” 

Other speakers on the agency sec- 
tion program, whose talks are reported 
elsewhere in this issue, were Charles J. 
Zimmerman, managing director of 
LI.A.M.A.; William P. Worthington, 
executive vice-president of Home Life 
of New York; John G. Parker, presi- 
dent of Imperial Life of Toronto, and 
Harold J. Cummings, president of Min- 
nesota Mutual. 





Big Opportunity in 
Blue Collar Market, 
Zimmerman Says 


Charles J. Zimmerman, managing di- 
rector of Life Insurance Agency Man- 
agement Assn., 
speaking on “The 
People We Sell,” 
told the A.L.C. 
that the desire of 
the American peo- 
ple for security has 
not lessened in the 
past decade, ai- 
though the percent- 
age of income dol- 
lars going into life 
insurance has de- 
creased. People are 
still putting about 
74% of their in- 
come into various 
forms of personal security, he added, 
but there has been a very marked shift 
in the growth of certain types of per- 
sonal insurance. 

“We know that national income in- 
creased 167% from 1940 to 1949, while 
disposable personal income increased 





Cc. J. Zimmerman 


149%. Life insurance premium income, 
however, only increased 73% from 1940 
to 1949. Where has the growth oc- 
curred? Here are some of the figures: 
A. & H. premiums have increased 235% 
in the past decade; hospitalization and 
medical care premiums have increased 
1,572%; expenditures to retirement pen- 
sion funds have increased 352%, and 
social security and other payments to 
government have increased markedly.” 

Looking closer at the status of the 
people, Mr. Zimmerman continued: “Our 
productivity is increasing at a rate of 
about 24% a year, and our standard 
of living is increasing at about the 
same rate. Who is benefiting most by 
this increased activity? 


Blue Collar Market Benefits Most 


“We have put a floor—or an ele- 
vator — under all income earners. The 
only people who have not increased 
their net income after taxes are the very 
high income people, those earning more 
than $25,000 a year. More people have 
more purchasing power, even in terms 
of the 1939 dollar, than ever before in 
our history. 

“The blue collar market — skilled and 
semi-skilled workers — benefited most. 
A large segment of that market has out- 
grown the weekly premium method of 
purchasing life insurance. We have not 
adequately covered any segment of our 
market, but this particular segment has 
been even less adequately covered than 
others.” 


Not a New Market 


Mr. Zimmerman said that “there has 
been a good deal of talk and almost as 
much misunderstanding about the so- 
called blue collar tharket.” 

“The blue-collar market is not a new 
market,” he said. “It is simply a new 
name for an old market. The blue- 
collar market is made up of skilled and 
semi-skilled workers, including foremen 
and supervisors. This market has en- 
joyed a very marked growth both in 








Ray E. Fuller, agency vice-president Equitable of Iowa; George M. Selser, vice-presi- 
dent and secretary United States Life; Frank F. Weidenborner, agency vice-president 
Guardian Life; and W. R. Jenkins, vice-president Northwestern National Life. 


numbers and in improved earning 
power. 

“In 1940 there were 11,142,000 adult 
males employed in those activities 


which are now termed the ‘blue-collar 
market.’ By 1950 this number had in- 
creased to 15,456,000. In 1940 the blue- 
collar market represented 33% of em- 
ployed males. By 1950 it had increased 
to 38%. In terms of spending units, 60% 
of those in the blue-collar market earned 
$3,000 or more in 1950. Only 46% of 
all spending units earn $3,000 or more. 
Further, 13% of the blue-collar market 
earned $5,000 or more, as against 16% 
of all spending units earning $5,000 or 
more. Only the managerial and self- 
employed and the professional and semi- 
professional groups enjoyed higher 
average income than the blue-collar 


workers.” 

Mr. Zimmerman said the 1949 buyers 
study of L. I. A. M. A. showed that 
in that year 31% by number of policies 
and 21% by volume of ordinary insur- 
ance was purchased by members of the 
blue-collar market. However, ordinary 
agents sold only 22% by number of 
policies and 13% by volume of business 
to members of the blue-collar market. 

Mr. Zimmerman gave a number of 
population statistics and said that these 
indicate that there will be many more 
people to sell in the years to come; 
these people will fall in different age 
groups than has been true in the past, 
with a greater burden being placed upon 
the productive population; certain areas 
will grow more rapidly than others; the 

(CONTINUED ON PAGE 32) 





.-. with Cal-Western, it’s 





_ its a 


* SOUND TRAINING 
through intensive study and field work under 
CWSL's nationally-recognized ‘You, Inc." 


training plan. 


* LIFETIME COMPENSATION 


: awards. 







. « . attractive first year commissions and 
continuous renewals, plus extra bonuses and 


USUI, 


CAREERS 


i] | 
aM TAH 
WHA OA 

My iy i 





S 


* MANAGEMENT OPPORTUNITIES 
- « « for those who demonstrate interest and 
aptitude in this phase of the life insurance 


business. 


* ASSURED RETIREMENT 
through CWSL's liberal retirement plan for 
Agents and Managers. 


California- Western States tire insuRANCE COMPANY 


HOME OFFi:CE: 


SACRAMENTO 












24 A.L.C. ANNUAL MEETING 





LIFE INSURANCE EDITION 











October 12, 195] 

















Congratulations to 


a neighbor of ours 












CECIL WOODS 
President, Volunteer State Life 
Insurance Company 













Congratulations to Cecil Woods on his excellent work during 
the past year as president of the American Life Convention— 
a year in which our neighbor furthered the cause of the life 
insurance industry with the same knowledge and energy which 
has contributed so much to the progress of his own company 
and the continued elevation of Chattanooga as an insurance 
center and a progressive city. 
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Greetings From Sunny 
Southern California 
...land of Health and Wealth 
We’re mighty proud of Califor- 
nia‘s fine climate and rapid 
growth of industry, but more 
important yet we’re even more 
proud of Constitution's place in 
the insurance world in the 
West. 


“One of the West's leading Life 
Insurance Companies” 
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Bartels Outlines Problems 
Raised by Atomic Warfar 


Millard Bartels, vice-president and gen- 
eral counsel of Travelers, attracted a 
great deal of at- 
tention at the legal 
section meet- 
ing with an arrest- 
ing speech out- 
lining the legal 
problems that 
might arise from 
atomic war risks. 
He said that in the 
past year both the 
state and federal 
governments have 
taken a lively in- 
terest in proposals 
to adjust the life 
insurance business “ 
to the modern war risk and the attitudes 
of the governments on the two levels 
seem to be pressing in opposite direc- 
tions. The states presently appear to.be 
in favor of compelling the assumption 
by life insurance companies of catas- 
trophe war losses, he stated. The stat- 
utes of several states specifically pro- 
hibit a company from excluding from 
coverage civilian war deaths. The New 
York law is the most comprehensive 
against using exclusionary language. Its 


war. 
Private Resources Inadequate 
The second assumption of Mr. Ste 


surance and compensation systems 
not meet the needs of the situation. 


by private insurers or by governme 


from the imponderable liabilities of w 
fare in order to protect peacetime ber 
ficiaries. 





Millard Bartels 


federal government cannot avoid respo 
sibility for meeting the essential nee 
of the entire population. 


ity in the President to meet whatevg 
situation develops was thought nece 
sary. 


was that the resources of peacetime i 


speaker said that the opinion was «@ 
pressed that war risk cannot be spreq 
in accordance with insurance principle 


itself and that some federal assistang 
is necessary to insulate private insurang 











The third assumption was that th 


for coping with the entire problem, | in 
stand-by plan providing general authog™ 
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philosophy forces full coverage of war- 
caused deaths of civilians in the home 
area. At the last session. of the New 
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York legislature, the law was amended 
so as to allow the companies even less 
freedom in dealing’with war risks. The 
law now prohibits the use of status ex- 
clusions with regard to risks of military 
service outside the home area. : 

Mr. Bartels characterized this action 
in curious contrast with the policy of 
the same state with respect to fire in- 
surance. Because of the danger to fire 
insurers of war losses and the obvious 
inability of any rate structure to_con- 
template the risk, the law of New York 
requires that fire insurers protect them- 
selves in war damage in the home area 
by excluding from coverage loss caused 
directly or indirectly by enemy attack 
or armed forces. Yet, he said, the pos- 
sibility of catastrophe losses to life 
insurance, as well as fire insurance in 
the cities of New York cannot be over- 
looked. 


States Favor Assumption 


According to the speaker, the present 
attitude of many state insurance com- 
missioners seems also to favor accept- 
ance by the companies of the civilian 
mass hazard. He recalled that last De- 
cember the N.A.I.C. adopted a report of 
its life committee setting forth recom- 
mended principles for testing the pro- 
priety of war risk exclusions. These do 
not allow for excepting civilian war 
risks within the home area or Catas- 
trophe losses as such. This action was 
taken in spite of the recommendation of 
a special war, clause sub-committee of 
the business to the life committee of 
N.A.I.C. that life insurance companies 
be allowed to exclude from coverage 
civilian war hazards. He said that in 
the report of the life committee of 
N.A.I.C. adopted last June, there are 
indications that the matter is pending 
more because of the study which is be- 
ing made by the business of a way to 
apportion excess. civilian war mortality 
losses among the companies than be- 
cause of the recommendation of the 
companies that they be allowed to re- 
lieve themselves of the modern war 
hazard. 

Turning to the federal views, Mr. 
Bartels said that last summer Senator 
Frear introduced a war disaster act bill. 
The speaker said that Elmer B. Staats, 
assistant director of the bureau of the 
budget, presented a very enlightening 
statement concerning the bill to a sub- 
committee of the senate banking com- 
mittee. His first assumption was that Carl Mitcheltree, president Colm 
an enemy attack on the country would Mutual Life, Mrs. Mitcheltree, and 
inflict destruction on an American city Leighton Foster, general counsel Can 


bill which is of particular interest t 
life insurance people gives the Pres 
dent the power to suspend payment 
under life insurance contracts mag 


ever the President finds that wa 
caused injuries and deaths have om 
curred or are imminent in_ sufficient 
numbers to endanger the solvency @ 
insurers. If this power was to be exer 
cised, the President must provide a pro 
gram of benefits from federal funds, 

The speaker observed that apparent) 
the restriction that this moratorium 
power be exercised solely with resped 
to contracts made prior to the enact 
ment of the law is based upon the 
sumption that life insurance companies 
will protect themselves against wat 
caused losses in contracts issued aft 
the enactment of the law. This assump 
tion fails to consider state laws lit 
that in New York or the attitudes d 
individual commissioners who _ might 
claim to have statutory right to refust 
to approve a civilian or catastrophe wi 
clause because it is contrary to the prit 
ciples adopted by N.A.I.C. 

Mr. Bartels asked that this more 
torium idea be compared with the pro 
visions of another section of the 
which gives the President the power # 
relieve absolutely war-caused _ liability 
for workmen’s compensation payment 
under state laws. A time limit is 
imposed on the exercise of this powtt 
in order to allow state legislatures 
amend their workmen’s compensatidl 
laws so as to exclude any liability of @ 
employer or his insurer for war-ca 
injuries and deaths. 

The speaker related how since tht 















within a few seconds very“easily exceed- Life Officers Assn., at A.L.C. meet. 





Mr. Bartels said that the part of th 
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pill was introduced the casualty insur- 
ance industry in cooperation with other 

coups has asked for more definite re- 
lief from liability for war-caused casual- 
ties under the compensation laws, state 
non-occupational disability laws and 
contracts providing coverages of these 
kinds. The relief sought is to be effec- 
tive upon enactment of the federal law 
rather than upon the exercise of discre- 
tion by the President after provision is 
made for war indemnity payments. In 


» inflict 
ig the la 


Mr. Staat 


cetime iggtte case Of compensation it is acknowl- 
‘tems edged that the premium charged cannot 
‘tion, ‘Thfcover war risks and it is felt that state 
: was ef 2W should not impose even the possi- 
‘he spre bility of such a liability on the em- 
principlgPloyer OF his insurance carrier. 

overnman one speaker said that the aggregate 
assistan powers of Congress appear adequate to 
Insurang§permit it to settle any doubts about con- 
es of wil tractual and statutory liability for war- 
time bengcaused losses. Congress may act before 


or after the occurrence of a war catas- 
trophe. It may suspend liability for pay- 
Hment on account of war-caused injuries 
and deaths or it may substitute a social 
“Eindemnity for such payments and dis- 
: harge liability under contracts and stat- 
«Bytes. There is ample precedent showing 
~Mthat Congress may prohibit or invalidate 
‘fo whole or in part contracts interfering 
Hwith its policy and that such action will 
not be struck down under the due proc- 
“fess clause. Insurance contracts do not 
“Ball in a special category, the speaker 
said. They exert a substantial effect 
upon interstate commerce, currency and 
fnance. Without a war clause they 
might influence unfavorably the nation’s 
ability to finance war and post-war na- 
; tional welfare. 
art Of ti Mr, Bartels termed it strange that the 
he "Proposed war disaster act should give 
the Presi. federal government a right of subro- 
paymediy ation against life insurance on account 


icts mati : - : 
° of benefits paid under its social pro- 
Lo whet ram. He commented that the state- 
— Wefment by Mr. Staats emphasized the 

Af “Iheed for federal action to help insurers 
od aqent of the predicament created by large 
page losses. Preservation of war liabili- 


Pe ‘x ties in favor of government does not 
Pra PMieem compatible with the objective of 
tunes. Heeping insurance companies sound to 


apparent rovide normal peacetime protection, he 
10ratorium ‘ 
eclared 


th respet! : 

the enattBApplication of Subrogation 

on the a 

companis§ Mr. Bartels commented, “This aspect 

inst wargof the proposal is inequitable and in- 

sued aftt§consistent with principles of subroga- 

is assumpption. Other valuable rights besides 
laws liktftights to life insurance proceeds might 

titudes difaccrue as a result of war-caused deaths. 

ho mightflt could be argued that if subrogation is 
to refustito play a part in the program it should 
rophe wagapply to all property owned by the re- 

> the prit§cipient of war disaster benefits.” 

The speaker commented that un- 
his mor §doubtedly companies with offices in tar- 
n the pre§set areas are taking steps to assure sur- 
f the bilfvival of secondary evidence of their 
- power t§more important records. But he asked 
i fiabilityftow the courts would treat the admissi- 
paymentifbility of such evidence on microfilm and 
1it is alsfother secondary evidence under the as- 
his powt§sumed circumstances. He said that since 
latures t#ttis is dealing with records which have 
ipensation involuntarily destroyed, an ex- 
ility of atfplanation of the reason for the absence 
yar-caustigof the original should be controlling. 

€ commented that many statutes have 
since thefrecently been passed by state legisla- 

lures dealing with the admissibility of 
copies of records voluntarily destroyed 
and that none of these laws should be 
interpreted as opposing additional condi- 
ions on the use of secondary records in 
he event of atomic war. 


Body Identification Troubles 


According to the speaker the most 
#etesome of the problems which might 
follow the hypothetical explosion is that 
tidentifying the bodies of insured, ben- 
es and annuitants. This raises the 

on of to what extent civilian de- 
certificates of death would be 

tl and what identifying informa- 
Should be called for. In many in- 
ances, he said, it might be necessary 
as many as 50,000 people within 
| short time. This has given rise 
-} # Suggestion that all persons in the 


Colas 
 Canadiat very 


et. 


United States be required to be “dog 
tagged” and to submit to fingerprinting. 
It raises the question of whether the 
companies should encourage policyhold- 
ers to submit special marks of identifi- 
cation. 

He concluded by saying that despite 
the attitude of state regulation toward 
catastrophe exclusions, a federal plan to 
relieve insureds from such catastrophe 
war losses would in all probability be 
held constitutional. 


Robert B. Richardson, president of West- 
ern Life of Montana; and Joseph M. Bryan, 
Ist vice-president of Jefferson Standard. 


Brunstrom Warns of Danger 
in Field of Municipal Taxes 


The greatest danger in the whole 
field of life insurance company taxes 
is the growing unmber of municipal 
taxes against either the life company, 
the individual agent or an agency, Irving 
V. Brunstrom, attorney of A.L.C., told 
the legal section. 

Urging that the insurance be alert 
and present arguments when state en- 
abling acts are proposed which would 
authorize these municipal taxes, Mr. 
Brunstrom reviewed the successful op- 
position to such a law in Indiana in 
1949 by the Indiana business com- 
munity. 


States Not for Socialization 


“In spite of a ten-fold increase in 
our premium tax bill the past 45 years,” 
Mr. Brunstrom said, “I see no great 
threat to the business from that source 
in the immediate future. The trend 
toward socialization so evident today 
is not an outstanding characteristic of 
our state governments. By and large, 
state legislators are close to the people. 
Valid arguments by their constituents 
are still convincing. The business must 
depend for fair treatment in the tax 


field upon the efforts of each of us in 
our states. We do not ask for favors 
but for even-handed justice, and if any 
business deserves that, our business 
does.” 

With all its defects, Mr. Brunstrom 
said, the premium tax is here as a 
permanent imposition. He said that it 
imposes an unequal burden on com- 
panies, falling with greatest weight on 
the younger and smaller companies, but 
that balanced against this defect it does 
have some merits, especially from the 
tax-collector’s viewpoint. Among these 
merits are that it is relatively simple to 
compute and easy to collect, it gives a 
state with no life insurance companies 
an opportunity to collect taxes in pro- 
portion to the premiums paid by its 
residents, and the tax increases with in- 
creased amounts of insurance. 

“The original idea underlying life 
insurance taxes—that the companies 
should pay for the support of state 
insurance departments—has now been 
completely abandoned,” Mr. Brunstrom 
said. “Today premium taxes are re- 
garded merely as another source of 
general revenue. Over the country as 
a whole, less than 5% of the premium 
taxes collected are for insurance de- 
partment expenses.” 














| Beneath the skylines of America is 
a story written of freedom... 
independent thinking ...and security —all the 


rights which are the foundations of our Country. 
Freedom ... the most important of all. . . stems 
not only from our form of government which 
guarantees each man the right to build his own 
life... but from the protection of future security, 
provided by the individual himself. 


SOUTHLAND LIFE INSURANCE COMPANY... 
through prompt payment of claims and its 


investment program ...has provided security for 
individual employment, funds for improvement 


of living conditions and protection for many 


LIFE * ACCIDENT * HEALTH @ HOSPITALIZATION 


CNMSURANCE 
W. ©. MeCORD, President 


families. Let SOUTHLAND LIFE offer you the pro- 
tection and security you need as a partner in 
our Free Enterprise System. 
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Legal Section 
Names R. D. Taylor, 
Millard Bartels 


Prepared Comments on 
Formal Papers Prove to 
be Welcome Innovation 


The meeting of the legal section of 
American Life Convention at Toronto 
was highlighted by a new departure 
that enlivened the discussion of formal 
papers and assured that comments would 
not be limited 
merely to what 
members might re- 
member after hear- 
ing the paper pre- 
sented orally. 

Under this plan, 
each of those pre- 
senting papers sent 
a copy of his talk 
well in advance to 
several other mem- 
bers interested in 
the same _ subject. 
This permitted ex- 
ceptionally well-in- 
formed discussion 
of the papers, although there was no 
limitation of off-the-cuff discussion from 
the floor. 

Those presenting papers did not read 
them in their entirety but limited them- 
selves to oral summaries of about 20 
minutes, those giving prepared discus- 
sions spoke about five minutes each. 





R. D. Taylor 





OFFICERS ELECTED 
Chairman—R. D. Taylor, general counsel 
Sun Life of Canada. 
Secretary—Millard Bartels, vice-president 
and general counsel of Travelers. 





Powell B. McHaney, president of 
General American Life, was unable to 
preside as chairman of the legal section 
because of remaining in St. Louis for the 
funeral of Mrs. Walter Head, wife of 
the chairman of General American. 

The section elected R. D. Taylor, gen- 
eral counsel of Sun Life of Canada and 
secretary of the section, as acting chair- 
man. 

Speakers at the morning and afternoon 
sessions, whose talks are reported else- 
where in this issue, included Dudley 
Porter, Jr., associate general counsel 
Provident Life & Accident; Millard Bar- 
tels, vice-president and general counsel 
Travelers; Ralph H. Kastner, associate 
general counsel of A. L. C.; Irving V. 
Brunstrom, attorney of A. 4. C., and 
Gordon C. Reeves, assistant general 
counsel Lincoln National Life. 

Careful planning will avoid most of 








A. A. Tousaw, assistant to the president 


of Sun Life of Canada; Alfred N. Guertin, 
actuary of A.L.C.; and Alexander Query, 
associate general counsel of Prudential. 


security holders owning or holding 1 percent or more 
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ragr: 
stockholder or security holder appears upon the books 
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the name of the person or corporation for 
trustee is acting; also the statements in the two 
graphs show the affiant’s full knowledge and Lelie 
to the circumstances and conditions under which # 
holders and gecurity holders who do not appear updd 
books of the company as trustees, hold stock and 
ties in a cnpaetey other than cat of a bona fide 


publication seld or distributed “through the 
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the legal problems arising from cases 
“common disaster,” where life insurang 
policyholders and their beneficiaries q 
simultaneously or within a short tig 
of each other, Alexander H. Jeffe 
counsel for London Life, said in } 
paper. 

Common Disaster Cases 


In a technical discussion of legislatiggf; 
and court decision in Canada, the Unit, 





































































































, States and England in cases of comma Mr. 
disaster, Mr. Jeffery said the importagimakin; 
thing is to acquaint the insured wiff.ybmit 
all aspects of the situation and, havinlwhich 
ascertained his intentions in the ligtithe nc 
of the various contingencies, make ceffthroug 
tain that those wishes are carried omelectec 
as far as careful planning will perm 4990 n 
The judicious use of postponemedfito be « 
clauses and optional modes of setthHon a I 
ment, he said, will get over most of “For 
pitfalls. treat t 
Because Mr. Jeffery, who is a membg§ pot,’ h 
of the Canadian parliament, had to to not 
on hand for parliament's opening, than s 
was unable to give his talk, which wathe A1 
read by John Tuck, associate genenff concer: 
counsel Canadian Life Officers Assn.  freedor 
Speaking at the legal section luncheon Not or 
A. Gordon Nairn, director of agencig{ protect 
for Prudential in Canada, told several the thr 
the French-Canadian dialect stories fu join wi 
which he is famous. He also pointed off in mat 
that Canada is the third largest trading destiny 
nation in the world and mentionad tithe st: 
large proportion of U. S. goods thievery | 
Canada buys. our sac 
by this 

Counsel Kastner _ Rec 
s He 1 
Points Out ILO acepta 
and pu 

Threat to Insurance}*: °: 
h of 

The life insurance business faces ode 
threat from the International Labor 0 proposa 
ganization, Ralph H. Kastner, associa Pabling | 
general counsel for the American Li ing col 









Convention, told the legal section 1 
that body at Toronto. 

Mr. Kastner pointed out that at ti 
last annual meeting of the general co 
ference, the legislative organism of th 
ILO in Geneva, the delegates passé 
by a Jarge majority certain “con 
sions” about minimum standards. ! 
social security to be incorporated ini 
an international agreement next ye 
and be submitted to member nations 
for ratification. a 

He said that among these minimum 
standards is one involving coverage | 
life insurance, but it is expressly pf 
vided that a voluntary system of ! 
surance cannot be counted toward col 
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liance with the proposed agreement 
unless the insurance carrier is subsi- 
fized by the government. Asaresult, he 
added, the United States, which has 
more life insurance in force than the 
rest of the world combined, would not 
be able to meet the minimum standards 
of an international treaty covering some 
of the most primitive and backward na- 
tions of the earth, simply because its 
insurance system was free from govern- 
ment domination. 

Mr. Kastner explained how by treaty- 
making power it would be possible to 


i@submit this nation to undesirable laws 


which could never be passed by using 
the normal procedure of passing a bill 
through both branches of Congress 
elected by the people, adding that since 
1920 most authorities consider a treaty 
to be on a par with the constitution and 
on a level above other laws. 

“For those who might be inclined to 
treat this matter as a ‘tempest in a tea- 
pot, he said, “it should be of interest 
to note that in the past year no less 
than six articles have been written in 
the American Bar Assn. Journal alone 
concerning the inherent dangers to our 
freedom in the treaty-making power. 
Not only must we direct our efforts to 
protect the life insurance business from 
the threat from this source, but we must 
join with others who believe, as we do, 
in man’s right to work out his own 
destiny with as little interference from 
the state as possible, and bend our 
every effort to guarantee that none of 
our sacred rights will ever be destroyed 
by this method.” 


Reports on Endorsements 


He reported also on the increased 
acceptance by more states of the uni- 
form photographic copies of business 
and public records as evidence act, as 
well as the uniform simultaneous act, 
both of which have American Bar Assn. 
endorsements, and the unclaimed funds 
proposals and adoption of further en- 
abling legislation permitting or continu- 
ing contributions for defrayal of ex- 
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penses of the N.A.I.C. committee work 
on valuation of securities. 

Mr. Kastner then outlined the high- 
lights of some 300 cases reported to 
member companies during the year, in- 
volving such broad subjects as inter- 
pretations of war and aviation clauses, 
agents and solicitors, construction of 
the term “accidental means,’ murder of 
insured by beneficiary, premium pay- 
ments on servicemen’s insurance by gov- 
ernment allotments, the determination 
of the “effective date” of policies, col- 
lateral assignments, policy loans, and 
various aspects of taxation applicable 
to life companies. 

He called the lawyers’ attention also 
to the case of the Oregon Medical 
Society, now before the United States 
Supreme Court for review, in which 
the doctors’ group was alleged to have 
violated the Sherman anti-trust act and 
to have conspired to monopolize or at- 
tempted to monopolize prepaid medi- 
cal care plans in their state. It was ob- 
served that the trial court judge had 
dismissed the complaint, on the grounds 
that no monopoly was being sought, 
but rather that the doctors were at- 
tempting to save themselves and their 
profession from threatened socialization. 

Closing, the judge quoted from the 
Bar Association Journal, that: ”The 
trend and drift towards socialized medi- 
cine should be all the lawyer needs 
to recognize that socialized law is but 
the next step for those dedicated to the 
socialized-police state. The  socializa- 
tion of the law, if lawyers permit it 
to come about, will ultimately contribute 
more to the destruction of democracy 
than any other thing that can happen.” 


Porter Discusses 
Validity of Oral 
Assignments 


In a discussion of the validity of oral 
assignments and change in beneficiary 
where the first ben- 
eficiary claims vest- 
ed rights, Dudley 
Porter, Jr., associ- 
ate general counsel 
Provident L. & A., 
said that a clearly 
established general 
rule is that the in- 
sured may make a 
valid oral assign- 
ment. This may be 
done in the absence 
of a statute where 
a policy of life in- 
surance is payable 
to the estate of the 
insured or to the executors or admin- 
istrators of the insured. 

Mr. Porter demonstrated by ample 
legal quotations that where a policy is 
payable to the insured’s estate, an oral 
assignment or gift of the policy is valid 
against the claims of representatives of 
the insured’s estate where there is a 
definite attempt to make assignment or 
gift where the policy is delivered to the 
assignee or donee and is accepted. 

Likewise, he said that, as a general 
rule, where a policy is payable to a 
named beneficiary under a policy reserv- 
ing the right to change, an oral assign- 
ment or gift of the policy containing 
these elements is valid as against a claim 
of the named beneficiary, except in those 
few states holding that a beneficiary 
under such a policy has a vested right 
or its equivalent. 


Should Prohibit Assignments 


According to the speaker, in those 
states where there is a large number of 
disputes between oral assignees and 
named beneficiaries when the represent- 
atives of the estates of insured consti- 
tute an onerous administrative burden 
on the stake-holding insurance com- 
pany, consideration should be given to 
enactment of a New York type statute 
prohibiting all assignments. 

He indicated further that as between 

(CONTINUED ON PAGE 32) 
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You, too, can soll the... 
BANKERS SPECIAL 


Here's a policy with the sales appeal to turn "See me 
later" into "I'll take it."' It's another Illinois Bankers Life 
exclusive! 


The BANKERS SPECIAL offers high dollar-for-dollar 
protection to the client who needs this low cost protec- 
tion during the early years of the policy. 


For example, a $5000 BANKERS SPECIAL 
policy provides a death benefit of $10,000 for 
the first 6 years. For the next 14 years the 
death benefit is $5000 plus the return of all 
premiums paid. After 20 years the death ben- 
efit is the ultimate amount of $5000 for the 
same low premium. The BANKERS SPECIAL 
carries liberal nonforfeiture provisions; Total 
Permanent Disability and Accidental Death 
Benefits may be added. 


The BANKERS SPECIAL is only one of the exclusive 
contracts in our portfolio of life, accident & health and 
hospitalization policies. Specimen policies and complete 
information will be sent to qualified insurance producers 
on request. All inquiries confidential. 





General agency opportunities also available for development of 
monthly pr life, ident & health and hospitalization coverages 
for standard and sub-standard business in most principal cities in all 
states in which the Company operates. 
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The Pacific National Life man can’t MISS with these rates. His 
whole policy portfolio is just as up-to-date as these premiums 
and of course his Company is keeping one step ahead of the 
industry in all other departments. 

A number of choice G.A. openings in the West. Inquire of 
Ken Cring, Vice-President and Superintendent of Agencies, 
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LIFE ASSURANCE COMPANY 


411 East South Temple - Salt Lake City, Utah 
Ray H. Peterson, President 
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Announcing —our Two New 1951-52 Models 


1. OUR NFL SPECIAL PRESTIGE POLICY. 


A Real Preferred Risk Participating Plan With Highly 
Competitive Rates and Net Cost. 


2. A PARTICIPATING RETIREMENT INCOME PLAN 


BOTH WITH THE FAMOUS DISABILITY INCOME 
$10.00 per month per $1,000.00 face amount 


These two New Models provide the maximum in protection in the event 


of the three basic hazards — OLD AGE, DISABILITY, AND DEATH. 


WE ARE NOW ADDING MANPOWER FOR 1951 AND 
1952. OUR EXPANSION PLANS HAVE CREATED 
OPENINGS FOR SEVERAL ADDITIONAL REGIONAL 
SUPERVISORS. 


Our supervisors are compensated with SALARY, 
EXPENSES, and incentive bonuses, result- 
ing in better income for the producer who 
can qualify. Expanding territory in Mis- 
souri, Kansas, Oklahoma, lowa, Nebraska, 






























Minnesota, North and South Dakota. For 
information write B. Taylor, Vice Presi- 
dent. 





W. RALPH JONES, President 
KANSAS CITY 6, MISSOURI 


Life — Hospitalization — Accident — Health — Wholesale Group 
Annuities — 36th Year of Faithful Service 

















Price and Value 


When a commodity or service is priced right, price and 
value mean the same thing. When the quality is less 
than it should be, in relation to the price, then the price 
is too high. When too much is given, the price is too 
low. 






An ideal sale is one which is a good deal for both buyer 
and seller. 


That is one reason why Washington National Fieldmen 
are so happy. The protection they have to sell is packed 
with value and priced right. An explanation of policy 
coverage and our service enables our men to meet 
competition. 


WASHINGTON NATIONAL 
INSURANCE COMPANY 


EVANSTON, ILLINOIS 


H. R. KENDALL, Chairman R. J. WETTERLUND, President 
G. P. KENDALL, Secretary 





















Union Group Plans Outrun 


State Statutory 


Gordon C. Reeves, assistant general 
counsel Lincoln National, told the legal 
section of ; 
that union-negoti- 
ated insurance and 
welfare plans have 
in some directions 
outdistanced statu- 
tory authority for 
making them effec- 
tive. He traced the 
divisions of opinion 
between the vari- 
ous state legisla- 
tures, administra- 
tive officers, courts 
and the insurance 
leaders as to wheth- 
er the public in- 
terest lies in expanding group definitions 
sufficiently to implement such plans. He 
expressed confidence that there will ulti- 
mately be an adjustment either in the 
statutory definitions or in the welfare 
plans, so that the coverage may be 
soundly written with profit to the in- 
surer, the policyholder and the insured. 

Mr. Reeves said there are rulings 
which demonstrate readiness on the part 
of several states to regulate interstate 
group cases. He feels that under exist- 
ing authorities there is likelihood of such 
regulation being upheld. He termed it 
fortunate that the basic principles of 
group insurance as applied to the con- 
ventional policy to a single employer 
are well established and constitute good 
law. He said the principal concern is 
to make certain that these principles are 
soundly applied to other types of group 
and that the complications of their ap- 
plication to the diverse parties involved 
with the unforeseen social considera- 
tions do not lead to undesirable results. 

He launched his talk with the specific 
example of an actual situation arising 
through a group plan where contribu- 
tions of two or more employers are 

made to a fund jointly administered by 
employer and union representatives. A 
request was made for competitive bids 
from insurance companies and _ dis- 
tributed by one such fund to more than 
60 life companies. The material accom- 
panying the request for bid contained 
the recital that various local unions affil- 
iated with an international union had 
negotiated with the employers of their 
members for the establishment of a 
health and welfare fund to be created 
and maintained by employer contribu- 
tions of a stated sum each week for 
each employe. The material further re- 
cited that the fund was to be adminis- 
three of them 





G. C. Reeves 


tered by six trustees, 
















director of Insurance Economics Society; O. 


R. J. Wetterlund, president of Washington National; E. H. O’Connor, 1 


Northwestern Mutual; and Clarence C. "Klocksin, legislative counsel of that ¢ 


Authority 


appointed by the union and three by 
employers. Although the individual 
ployers were not identified, it was sta 
that the fund was to be used to 
chase group life, accident, hospi 
tion, surgical and disability benefits 
50,000 employes residing and wo 
in 22 states. The insurers were 
to submit bids based upon the am 
of each of the employer contribuf 
available for each employe. 


Union Assumes Validity 


According to Mr. Reeves, includeg 
the material submitted was the 
ment that attorneys for the union} 
advised that the group policies wo 
valid in the state in which they ¥ 
to be issued and hence would be vaj 
in each of the 22 states. He said 
in the particular state identified as t 
in which the trustees maintained ¢ 
principal office and which was apy 
ently to be the state in which the gr 
policies were to be delivered, there 
both group life and group A. & I 
statutes permitting the issuance of g 
policies to the trustees of a fund est 
lished by two or more employers int 
same industry or by two or more 
ions. However, in the remaining 
states listed, only five had statutes § 
cifically authorizing trusteed STOUpSs ji 
life insurance and only two had s 
statutes with respect to A. & Hi 
surance. 

Mr. Reeves termed it obvious from} 
material submitted that the trustees ¢ 
pected to receive policies tailored 
their specific needs and desires 
hence not conforming to the fo 
which the insurer might have filed: 
the several states. 


Variety of Problems Arise 


He termed this illustration not 
necessarily typical but as a demonst 
tion of some of the principal proble 
inherent in this type of group. Some 
these problems relate to the Taft- 
ley act. Others relate to the eligibili 
of the group in the form of poli 
the state of issue. There are proble 
which arise out of the interstate nat 
of the transaction. 

While saying that he did not wish 
argue the merits of the controversy, li 
Reeves observed that certain segme 
of the insurance business are oppos 
to the extension of group life beye 
groups consisting of employes of a Si 
gle employer and perhaps debtor-crt 
itor groups. This, he said, will create 
situation which for the immediate futw 
at any rate will prevent complete u 
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Kenzie is vice-president of the bureau. 





Mrs. Alfred N. Guertin, wife of A.L.C.’s actuary; Mr. and Mrs. R. R. MacKenzie; and 
Mrs. Lee Parker, whose husband is president of American Service Bureau. Mr. Mac- 



































ich the formity. Generally he thought that an extra-territorial regulation of an in- 
-d, there recently enacted group life insurance surance transaction, Mr. Reeves ob- 
up A. statutes and amendments to existing served, but seemingly it is a declaration 
lance of statutes demonstrate a trend toward uni- that, as respects the conflicts of law, 
a fund esti formity as between the several states. the Texas law must be applied regard- 
ployers in{ ~*~ ¢ the situs of the contract. re 
or more eferring to the specific example o 
remaining # A, & H. DEARTH the call for bids put out by a prospec- 
statutes 9 tive fund, Mr. Reeves asked if each of 
od groups | the 21 states other than the state of 
wo had ui 68He did observe, however, that not- delivery of the policy could insist that 
A. & H. if withstanding the frequency with which the eligibility of the group be deter- 
2 group life coverages are combined with mined by its own laws. He said two 
ious from the A. & H. coverages, singularly few situations arise, the first where the in- 
e trustees G8 state statutes establish similar or iden- surer is licensed in each state, and then 
3 tailored @ tical standards of eligibility of the again where the insurer is not licensed 
desires aM croup. In fact, in only one state, Iowa, in one or more of the states. 

© the fom® are the definitions of eligible groups for He said the Massachusetts, Ohio and 
have filed poth life and A. & H. combined in a Texas rulings are predicated upon the 
single statute so the definitions are iden- theory that a state under its police 

e tical. He said that six states have no power having the right to exclude for- 
: group A. & H. statutes and that in nine eign insurance companies, may prescribe 

ation not # states and the District of Columbia, the conditions of admission which prohibit 
a demonstt§ only reference is a statement that policy the insurance of residents except in ac- 
pal problea§ provisions prescribed for individual cordance with the laws of the specific 
up. Some@ A, & H. policies are not applicable to states, even though the policies are is- 
ie Taft-Ha§ group policies issued to certain govern- sued and delivered elsewhere. The at- 
the eligibilif§ mental branches and private employers. torneys general of Georgia and Michi- 
of poli In the remaining states there is some gan have ruled that the activities 
are proble species of statute defining groups eligi- constitute doing business within the 
rstate natu ble for A. & H. and in all states group state even though they are conducted 

., BA. & H. may be written covering em- outside the state. 

1 not wish ployes of a single employer, although Mr. Reeves observed that the original 
troversy, 4 there is a wide variance as to minimum concept was that the regulatory statutes 
ain Segmeis number of risks permitted and minimum of a state have no extra-territorial ef- 
are Oppo percentage of participation. There are fect. Allgeyer vs. Louisiana represented 
» life b we 11 states with authority for issuance to the classic example that a state cannot 
yes Of a SM% the trustees of a fund created by a single regulate or interfere with the activities 
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employer and 12 states which authorize 
policies to trustees of a fund established 
by two or more employers in the same 
industry. 

On the score of problems incident to 
the interstate nature of group insurance, 
Mr. Reeves described a number of de- 
Partmental rulings and the opinions of 
attorneys general. Opinions and rulings 
m Georgia, Massachusetts, Ohio and 
Texas bring into focus the question of 
€xtra-territorial regulation. The Texas 

d of commissioners ruled that if 
4 group policy issued outside of Texas 

a company licensed in that state in- 
sures any residents of Texas, the eligi- 
of the group must be determined 
Texas law. This is basically the 
@iect of the opinions by the attorneys 
eneral in Massachusetts and Ohio. 
Key Opinions 
€ opinion of the Michigan attorney 
Seneral is to the effect that a foreign 
asurer issuing a group policy outside of 
Michigan under one of the trusteed 
$ of insurance is doing business 
min that state if Michigan residents 
included. The Massachusetts opin- 
‘Wm raises the question of the applica- 
Bulity of the resident agent laws of the 

tv States to interstate group insur- 

The Texas epinigs peucire that 
policy provisions of group policies is- 
sued outside of Texas by companies 
nsed in the state and affecting Texas 
f ents must conform to the require- 

ments of that state. Not only is this 


































of a foreign insurance company. This 
concept, he said, gave way to one of 
“corporate presence” which in turn is 
now enlarged by the test of the state’s 
purpose and interest in the subject with 
respect to which the extra-territorial 
regulation is developed. He said the 
attorneys general in Michigan and Ohio 
take the view that the Allgeyer case 
and the decisions which follow it have 
been wholly abrogated insofar as it af- 
fects a state’s power to regulate the 
activities of a foreign insurer. 

He regards as the gist of the most 
recent decisions that the extent of 
the state’s legislative and regulatory 
jurisdiction over extra-state contracts 
is determined by the degree of the 
state’s governmental interest in the 
transaction. “So long as the U. S. 
Supreme Court continues to play its role 
of self-denial under the due process 
clause, the states where the insurer or 
insured reside or where the contract is 
made, can assert their interest even to 
the extent of enacting inconsistent regu- 
lations. The residence of trustees of a 
welfare fund, the domicile of an em- 
ployer or residence of an insured em- 
ploye are sufficient minimum contracts 
to permit regulation and each state may 
require an insurer licensed in such state 
to conform its group life policy to the 
eligibility standard prescribed by it,” he 
declared. 

Mr. Reeves said there remains a ques- 
tion of whether an insurer issuing a 
group policy covering the group de- 
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A few attractive general agency openings in the southeastern states 
for qualified underwriters. Financial assistance during building period. 


“Face The Future With Security” 


SECURITY LIFE AND TRUST COMPANY 


WINSTON-SALEM NORTH CAROLINA 


qa, 
D 


AND Tp 





Home Office Field Assistance 

Liberal Commission Scale 

Pension Plan and Group Insurance for Fieldmen 
Participating and Non-Participating Policies 
Income Disability ($10.00 per month per $1,000) 
Substandard Coverage 

Declination Rate Less Than 2% 


Group Life, Accident and Health, Hospitalization. 


Robert G. Blair, Agency Director 


THE FUTURE © 
WITH 
SECURITY 


The Agency-Minded Home Office Staff working with qualified Security 
field representatives is the key to Security Life and Trust Company's 
record growth and progress — over $300,000,000 insurance in force, 
over $30,000,000 assets, over 30 years of outstanding achievement. 
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Tue Oris Hann Company, Inc. 


“TTFE INSURANCE SERVICE” 
333 North Michigan Avenue 


CHICAGO 


F. H. LANDECK 
Vice President & Field Manager 
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President 
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INSURANCE COMPANY 
168 NORTH MICHIGAN AVENUE 
CHICAGO, ILLINOIS 
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"Home of the Secured Income Plan" 


Providing the public with complete 
Personal and Group Life and Accident 
and Heath Insurance Protection 
In business over Half a Century 


ISAAC MILLER HAMILTON 
Chairman 


L. D. CAVANAUGH 
President 











scribed would be doing business in 
states other than that of the delivery of 
the policy, if not licensed in such states. 

The courts may not apply established 
and familiar rules to unusual group sit- 
uations and have given some indica- 
tion of applying new concepts to the 
problems, Mr. Reeves stated. It is fairly 
generally held that a group policy issued 
to a single employer at his principal 
office does not develop sufficient con- 
tacts within the state in which the em- 
ployer maintains a branch to support 
holding that an insurer is doing busi- 
ness therein, and it may be reasoned 
that these conclusions are equally com- 
pelling in the trusteed group situation. 
He commented, “However, it must be 
recognized that neither the courts nor 
the state regulatory body may be as 
sympathetic toward a trusteed group, 
and if either wish to develop contacts 
of the insurer with a state, they may 
do so with greater ease than in the 
employer-employe group situation.” 

He reported that the attorney general 
of Massachusetts has seized upon the 
resident agent law as a means of ruling 
against the validity of a group policy 
issued and delivered in another state by 
a company licensed in Massachusetts 
covering employes of employer members 
of an association, some of which were 
domiciled in that state. 


Taylor Traces 
A.L.C. Role as 
Catalyst to Progress 


Assessing the place of American Life 
Convention and reviewing its accomplish- 
ments since _ its 
founding, Charles 
G. Taylor, Jr., pres- 
ident of Metropoli- 
tan, described 
A. L. C. as an im- 
portant catalyst 
speeding up life in- 
surance develop- 
ment. He _ charac- 
terized as the 
outstanding contri- 
bution of the con- 
vention the encour- 
agement and help 
to those organizing 
and managing new 
life insurance companies which has re- 
sulted in the great growth that has 
occurred during the first half of the 
century in the number of legal reserve 
life insurance companies in the United 
States. He said that A. L. C. furnished 
a medium for formation of friendships 
among new life insurance executives, 
for the discussion of common problems 
and for the exchange of ideas. This 
aided immeasurably the development of 
the executive talent which was so lack- 
ing for many years for companies of all 
sizes. 


Given Sense of Solidarity 


Mr. Taylor said that in the A. L. C. 
the young companies had a champion 
that gave them a sense of solidarity and 
importance and a source of dependable 
help when needed. He commented, “Very 
early in the lusty growth of these com- 
panies, there developed a particularly 
complicated, troublesome situation re- 
sulting from the fact that most of these 
younger companies necessarily followed 
the modified preliminary term method 
of valuation while the older companies 
were on the full legal reserve basis.” 

American Life ‘Convention and Assn. 
of Life Insurance Presidents were filled 
with men of good will who removed the 
competitive obstacle to the young com- 
panies by making it possible to have 
recognized ultimately in all states modi- 
fied preliminary term valuations. With- 
out A. L.-C., the problem might not have 
been solved at all and certainly not as 
early as it was, he said. 

Mr. Taylor recited how in 1943 the 
convention decided to open its member- 
ship to all companies regardless of size 
or geographical location, enlarging the 
ground work for the present happy sit- 


Cc. G. Taylor 


uation in which joint committees 
A. L. C. and Life Insurance Assn. gq 
operate in the solution of non-compet, 
tive problems of general interest. 

Mr. Taylor commented, 
American Life Convention will, I 
sure, always have its primary intere 
in the encouragement of the younge 


and smaller companies. Its strength wi 


“But th 


be in their membership. He would dog, 


great disservice to this business wh 
would ever discourage this historic attj 


tude on the part of the American Lif 


Convention,” he stated. 


Mr. Taylor traced the great servig 


the convention did in the interest 4 


pushing the present standard valuatiog 
and non-forfeiture law, which as respectiic 


valuation is just another version of 


modified preliminary term method. Hak 





Mr. Taylor was unable to attend 
A.L.C. meeting on account of illness 
his address was read by W. T. Grant, ¢ 
man of Business Men’s Assurance. 
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traced such important contributions 
the business as the development fy 
A. L. C. of an impairment service. 
commented that the early organizatig 
of the legal and medical sections of th 
convention proved to be of tremendow 
value in bringing together for the dis 
cussion of common problems these tw 
groups of specialists. He termed th 
agency section and the _ investmen 
seminar important later additions to th 
convention’s complement of valuabk 
services. He said the development of th 
law digest and the dissemination of ta 
information are other services vital ty 
the young companies, especially thoy 
doing business in but a small group d 
states. 


Sane Legislative Influence 


According to Mr. Taylor, the repre 
sentatives of the convention through it 
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Backlog 


An ag 
pany for 
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state vice-presidents and other compamB A. & 


officials brought home to local author 
ities their interest in life insurance 
problems, and thus made for saner att 
tudes on the part of the public and fe 
a sympathetic attitude by local legisk- 
tive bodies interested in development ¢ 
the companies in their respective states 
He recounted that American Life Con 
vention was from the beginning an advo 
cate of state supervision, saying that i 
is undoubtedly true that under any sys 
tem of nation-wide regulation _ ther 
would not have been the sympathetit 
understanding of local problems ani 
encouragement of local companies whit 
has accompanied the continuation 
state supervision. 

Mr. Taylor described American Lift 
Convention as having been always vigor 
ous and aggressive and never afraid ti 
take a stand on a subject and yet neve 
afraid to reverse that stand when pe 
suaded it was no longer necessary. Ths 
is well illustrated by the admission ¢ 
the larger companies and by the staal 
on group life, he declared. When grow 
insurance was first introduced the cot 
vention opposed the establishment of 
but the attitude of the convention hi 
changed now that this useful adjunct ti 
life insurance service has been develope 
and there are now more than 100 me 
bers engaged in the group business.” 


At the headquarters suite of the ys] 
Life Officers Assn.: Frank P. Sanile 
president Liberty National Life; B. 
Anderson, vice-president and general ¢@ 
sel of Connecticut General Life; and ve 
missidner Ellery Allyn of Connecticut. 
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igency Executives’ Ideas Surveyed 


(CONTINUED FROM PAGE 22) 









amemployer-employe basis, with an indi- 
&idual being able to pile group on top 
Semi group. 

wil The marked trend toward A. & H. 
needs guidance and leadership in the 
nterest of both buyers and sellers, the 
eplies indicated. 

# An agency vice-president not in the 
4 & H. field feels that if agents sell 
immmuch A. & H. then “in the long run I 
hink it would lower their professional 
ktanding, change their psychology of 
selling and service and perhaps ulti- 
Hmately lead them into the general in- 
Hcurance business.” 

A manager whose company went into 
A. & H. in the last year also mentioned 
Hthe danger that agents will move into 
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for any agent and will require all the 
ge study he can take to improve his effi- 
ibutions tffcjency in it. 

opment be Another non-A. & H. general agent 
ervice, HiBdoesn’t favor A. & H. as a major sales 
rganizatioftool but believes that non-cancellable 
ions of thBdisability insurance is a necessary part 
tremendou§of an individual’s program and if 
or the disBdled in this way by the agent provides 
; these twil, better service to his client as well as 










: eli He fears that many companies that have 
ions to thBlately entered the A field may 
f valuabk§ discover that many agents will find they 
ment of thBare better adapted to “one-shot” selling 
tion of taBmethods used in A. & H. and will 
divert their major energies in that direc- 
tion to the detriment of their life pro- 
duction. 


Backlog of Assured Income 


An agency vice-president of a com- 
pany for some time in the A. & H. 
field believes that an agent who handles 
A. & H. on a proper basis will add sub- 
stantially to his renewal account and 
gain a backlog of assured income which 
will be of some importance to him in 
the years to come, particularly in his 
old age. 

A home office man whose company 
has recently entered the A. & H. field 
teplied that he was delighted to see so 
many companies getting into it, and 
that life companies should do all they 
can to protect the free enterprise sys- 
tem. 

Everybody who answered endorsed in- 
stitutional training programs enthusias- 
tically. It appeared to be the feeling that 
far from shifting the responsibility for 
training from the individual company to 
the institutions, they have emphasized 
the necessity for sound and adequate 
company training programs, and that 
because of the renewed emphasis on 
training, the public is being served by a 
group of better trained field men than 
ever before. 

_There were some interesting observa- 
tions on whether, despite the amount 
of discussion there has been about the 
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< . cee of Northern Life of Seattle; W. S. 
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Stewart, president of West Coast Life, Mrs. D. M. Morgan, D. M. Morgan, 


analysis among most companies isn’t on 
the man’s record as a personal producer 
rather than on any demonstrated qual- 
ities for managerial work. 

One agency vice-president replied that 
in his opinion some companies have gone 
completely off the reservation, his sus- 
Picion being that it is their tremendous 
need of field management which 
causes them to appoint personal pro- 
ducers right and left to field manage- 
ment posts. However, he believes that 
most of the good companies have not 
abandoned the sound principle of de- 
veloping managers and general agents 
through assistant managers and as- 
sistant general agents. 

A manager who has developed many 
other managers in his agency believes 
that the companies must improve their 
selection techniques in managerial ap- 
pointments, recognizing that the per- 
sonal producer doesn’t necessarily make 
a good manager. 


Proselyting at New High 


An agency vice-president said in his 
reply: “You could very easily get me 
raving on this particular point, the 
shortage of manpower, added to a great 
shortage of foresight on the part of a 
great many companies, has brought the 
proselyting of men and the bidding up 
in the manpower market to an all-time 
high. Our men are continually being 
harassed and stirred up by other com- 
panies which want to make them general 
agents or manager and with fabulous 
offers attached to these efforts. For- 
tunately we have not been losing our 
men, but this thing does keep them up- 
set and seriously hampers their effective- 
ness. 

“Why on earth can’t companies de- 
velop their own plans for selection and 
training of the managerial personnel? 
We set up our own training program 
in 1943 and made it a strict rule that 
we would not put any man in a 
managerial post in our organization who 
had not come up through our own 
managerial training program, which re- 
quires a minimum of two years of train- 
ing.” 


Up to Each Company 


Another home office agency man said 
it seemed to him that every company 
has got to embark on a policy of devel- 
oping its own future management. “We 
have seen so many situations only re- 
cently where very attractive opportun- 
ities on the part of a number of different 
companies have gone for weeks and 
months without being filled,” he said. 
“Every company is in about the same 
situation in finding itself with very few 
men in training and available for 
managerial appointments. When we 
have a problem, we look over our own 
slim list and then look about to other 
companies. Their list is about as slim 
as ours and the whole institution is 


Connell, actuary and assistant secretary of 


American Reassurance; F. V. Keesling, Jr., 1st vice-president and general counsel 


just terribly lacking in the development 
of good management material.” 

A successful general agent who was 
formerly a home office agency man said 
the bare fact is that no one has yet 
learned how to select successful man- 
agers from the raw material available 
and that the qualities essential in a 
successful manager have not even been 
defined. This, he said, is a great area 
for future development and the problem 
is one that L. I. A. M. A. should bend 
every effort to solve. 

One agency vice-president said his 
company’s appointments are based al- 
most 100% on demonstrated ability in 
supervisory work. 


Chicago Agent Quoted 


Mr. Worthington quoted a Chicago 
agent who said it was the feeling of an 
agents’ committee of which he was a 
member that too many supervisors were 
men who could not make the grade in 
personal production and hence were at- 
tracted by the small amount of com- 
pensation paid to supervisors generally. 

The committee’s point was that other 
businesses select their best men to help 
build organizations, but that there were 
too many companies trying to build suc- 
cessful men under the direction of men 
who themselves were not successful. The 
result, the committee felt, was high 


turnover, poorer service to the public, 
and a general lowering of morale in the 
agencies where this occurred. 

There were varying comments on the 
trend toward an increase in ordinary 
business from brokerage sources. An 
agency vice-president said “The chances 
are that the general insurance firm will 
never give the same kind of professional 
service as a top-notch, full-time, life 
insurance man or a top-notch life in- 
surance agency. An exception might 
occur but in general I would find it 
hard to imagine really quality profes- 
sional service from a large group of 
general insurance brokers.” 

He went on to express a conviction 
that “in the long run too far a move in 
the brokerage direction would generally 
lower the quality of service to the in- 
suring public and have an adverse effect 
on the full-time men. The trick is to 
keep it in balance.” 

A mauager whose company is promi- 
nent in the brokerage field wrote: “It is 
apparent that the pressure for business 
on agancy vice-presidents is causing 
many to seek every possible source of 
increased production. Many seem to 
feel that it is easier to obtain some quick 
production through brokerage sources 
than to take the time and effort neces- 
sary in building a full-time organiza- 
tion.” 
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A WELL-BALANCED COMPANY 


improves performance 


From childhood’s earliest. 
moments... balance is 
essential to progress. 


So, too, in a life insurance 
company, continuous 


achievement is aided by a favorable 
balance of past history, present 


progress, and future plans. 


Fidelity is a well-balanced 


company. 


The 


FIDELITY MUTUAL 
LIFE INSURANCE COMPANY 


THE PARKWAY AT FAIRMOUNT. AVENUE 
PHILADELPHIA ¢ PENNSYLVANIA 
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farm population is shrinking and the 5. We must be imaginative in devel- = ei alert to strike down any attemptsy 

surburban population is growing more oping our present uses and originating Considered First the part of cities and towns to 

rapidly than any other group. new uses for life insurance. “Green River” type ordinances 
Mr. Zimmerman said L. I. A. M. A. 6. We must constantly study and im- (CONTINUED FROM PAGE 19) bar door-to-door selling, where 4 
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group insurance does not influence either 7. Life insurance must capitalize on . CET age that a technical interpretat; 
the frequency or amount of other insur- its strengths, such as the wide owner- ed in the pin tah _— seat ne ie ould be held to apply to life ; 
ance that people buy. This is particularly ship of life insurance; the $4 million in pre yea varus Teepe aca a gene 4 nd Surance salesmen, B. N. Woody 
encouraging, he said, in view of the fact benefit payments going out in 1951; the tS if > hi pe me y id hi amc managing director of National As 
that there are now more than 20 million public benefits accruing from life insur- Skye h wan thi yee o aid Aim 1 son, managing director of National As 
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covered by creditor group insurance were developments, and in the prompt and ™@n pte h eS vd vos al tion companies section of Amerig 
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man said the companies ranged from as which are right and oppose vigorously Sor caueiaie te aa Peg in whom ¢ing. He pointed out that as g 
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production {0 49.8%.” surance companies and their representas We ourselves place both pride and eon Ofcinenees ate, ovten drauh, any lag 7 

c E With tives have an obligation to be courage- “ego eae % ‘sagt nn to fe fullest. Ue applicable to the insurance agent C 
omparison With 1942 ous citizens and to be unselfish in the 2! agency While the U. S. Supreme Court jj 










































































The L. I. A. M. A. buyer study for national interest. ‘ ey ws — public relations phase of upheld the Green River type of ori 
1942 showed term insurance ranking 10. We must constantly improve the " — nance passed in Alexandria, La. § 
in fourth place among the various forms character and quality of our agency fypects Economical Management Woodson believes the weak spot in¢ 
of ordinary purchased. The 1949 study forces. law is its discriminatory nature a 
showed term in second place, behind Dessaieaes “In addition, our policyholder expects this should be stressed in fighting 
ordinary life. Ordinary accounted for economical gps scans in every de- —— omens — —e salesme G 
34% of volume and term. Exclusive - partment of company operations. of dairy products and vegetables. 
of decreasing term, for 26%. Another Woodmen of World Life Through the confidence he places in Flourishing a bunch of wilted a 
6% of total volume was credited to Names Sorensen, Nelson us he almost takes this for granted. shop-worn radishes, Mr. Woodson k; 3 
modified life, which in the early years is We in turn must carefully scrutinize facetiously and half in earnest empk L 
very close to being term. Woodmen of the World Life has ap- the rising expenses of operating our sized the fundamental absurdity of suf 
Mentioning the amount of security pointed Sigurd C. Sorensen comptroller. companies during these times, Every ordinances by saying that a life age 
coverages of one form and another that Mr. Sorensen fills the vacancy caused effort must be made to hold them in could make a laughing stock of the ls 
are on a group or else compulsory basis by the recent death of Arnold Page. check whenever possible. We must prac- by a tongue-in-cheek offer of bedraggk t 
and that are paid for through salary Mr. Page had been comptroller for two tice what we preach, looking of course, radishes or carrots and then turning 
deduction, Mr. Zimmerman said: “When years after 18 years with the organiza- toward rendering complete service at all conversation to life insurance. 
= — ag om yen ye pd tax hae - . a F “ times to the policyholder.” heen Py 
which further takes from the pay chec r. Sorensen has been financial sec- In reviewing the activities o meri- ® 2 3s 
at the source, we should at least give 7 of the reg ig for six 7 can Life geen Rhea, the og’ year, Mr. Porter Discusses Validity : 
some thought to what might happen to e is succeeded in this capacity with Woods paid high praise to the conven- - 
the persistency of life insurance pur- the society’s largest local camp by tion’s Staff Ae ralg We 321 officers from of Oral Assignments Cc 
chased voluntarily through private in- Harry Nelson, a veteran of 31 years at members companies who have served (CONTINUED FROM PAGE 27) c 
surers, particularly in time of recession headquarters. on various convention and joint com- 
or depression.” Mr. Sorensen joined the auditing de- mittees during the year. He said its conflicting claims of an originally des 
Offers 10 Suggestions partment in 1923 after studying law and roster is now made up of 228 companies nated beneficiary _and a subsequent A 
88 accounting at the University of Min- in the two countries, representing in the designated beneficiary, where the fa¢ 












Mr. Zimmerman offered 10 sugges- nesota. He left the auditing department United States 98% of the life insurance establish a binding agreement betwee 
tions for the life insurance business if in 1930 to become manager of the clear- in force with legal reserve companies. the insured and the first beneficiary! 
it is to continue to have its share of ing department of Bank of America in The Canadian figures will probably be to change the beneficiary or 


















the people’s investment in security. Los Angeles, but returned in 1933 and comparably as high. stances render the change. inequitabll 
They are: in 1935 was appointed field auditor. He the attempted change of beneficiary™i 

1. Life insurance has to be kept in- was a veteran of the first war and re- Praises Canadian Companies not be allowed to defeat the 
violate. Our business is one of trustee- enlisted in the second war and in 1942 right of the first beneficiary. 










ship. In the public interest, we cannot was assigned to the army finance de- , “We continue to grow in strength and = He said that where the dispute ish 
afford to condone any questionable prac- partment. After his army discharge he influence as we face the problems Of tween an insurer which has paid | 
tices by anyone. This places a tremen- resumed work as a field auditor for the the business together. We have also policy proceeds to a second benefit 
dous responsibility on state regulation society in 1944. While with the Omaha taken advantage of each opportunity to and the first beneficiary alleging 

of life insurance as well as on top man- camp, he worked hard as a field man to improve the service rendered to our proving vested rights, the insurait 






















agement. keep the camp in the front rank in member companies and to the business company, if it made payment to t 
2. Life insurance must be kept com- membership of the society. as a whole. : .. second beneficiary without knowled 
petitive with other forms of savings and Mr. Nelson started in the actuarial “This inter-operation by companies of the first beneficiary’s vested right 
with other forms of insurance. department in 1920. For 20 years there- between both countries has been healthy will not be required to pay again. 
3. Life insurance must serve the entire after he served as auditor, correspond- for the business as a whole. We have 






market. ent and division head. He organized worked shoulder to shoulder, looking Pyt Insti H 
4. It must be responsive to public the distribution of savings department toward the solution of our common end titute Project 
needs and desires. We must give the in 1940 and has since been in charge of problems and grasping each opportunity During the A.L.C. meeting at Tore 
public the kind of coverage it wants and it. In 1947 he became head auditor of for_mutual benefit and sound growth. the Institute of Life Insurance bom 
the method of premium payment it the Nebraska jurisdiction and in 1949 He noted the constant increase in held a regular meeting at which it wi 
wants. was elected head clerk. He is president stature of the Canadian companies. decided to extend its present collegial 
“Several of them operate most effective- level project of providing material 
ly in our states, and I hasten to add secondary school teachers. 
that wherever and whenever we meet The plan is to extend to a coupled 
the competition is keen and hard fought. other universities the family secutit 
The figures reveal, however, that your program that has been carried on ij 
field men have won in a very high per- the last two years at University 
centage of cases; your record with us Pennsylvania. -The latter course 
has been a noteworthy one, along with continued. 
your splendid results within your own 
borders.” 

























































Mr. and Mrs. Robert Merriman left 
Toronto Wednesday for a trip to Chi- 
cago and the west coast. They will 
visit Denver, Salt Lake City, Seattle, 
San Francisco, Los Angeles and Dallas 
before returning to Scranton, Pa., where 
Mr. Merriman is in consulting actuarial 
work. He was president. of Scranton 
Life, prior to*its merger. 



















For E. C. McDonald, Metropolitan At the legal section luncheon: 

Life’s second vice-president in charge F. Lee, president Occidental of 

of group sales, the A.L.C. meeting was Carolina; Robert M. Green, vice-presi@ 

Charles H. Goren, famed contract bridge managing director of North American Life in the nature of old home week, for he in charge of Prudential’s Canadian 
expert, and Mrs. William M. Anderson, and of Toronto, both of whom are among Can- was formerly in charge of Metropolitan’s office; and W. J. Cohagan, 2nd 

William M. Anderson, vice-president and ada’s leading bridge players. Canadian head office at Toronto. dent of Prudential, Canadian head 
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STANDARD 
RATES 


INSURED 
AT 


One in ten adults, it is estimated, suffers from 
peptic ulcers sometime during his life span. A recent 
revision of our underwriting of duodenal ulcer cases 
opens new markets for standard insurance. 
Standard rates now available to your client 


*% Three months after a brief and uncomplicated duo- 
denal ulcer attack. 


»% In the fifth year after the last of a series of uncomp- 
licated attacks where there was no loss of time from work. 


* In the fifth year after a partial gastrectomy where 
there has been no recurrence of symptoms. 


CONTACT ONE OF THESE BRANCHES FOR MORE INFORMATION 


Baltimore Detroit Los Angeles Portland 
Chicago Hartford Newark Saginaw 
Cincinnati Honolulu Philadelphia San Francisco 
Cleveland Lansing Pittsburgh Seattle 


Also licensed in the Dist. of Columbia, Arizona, Delaware and Idaho. 


THEN 


YOUR OWN COMPANY FIRST... 


THE 


MANUFACTURERS 
INSURANCE Bias COMPANY 
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Vy e are proud to be 


numbered among those 
who are continuing 
to provide future 
financial security 
in the best traditions 
of the American way of life. 


ATLANTIC LIFE 
INSURANCE COMPANY 


RICHMOND, VIRGINIA 
Established in 1900 


ROBERT V. HATCHER 
President 


“HONESTLY, IT’S THE BEST POLICY”’ 























So writes a GUARDIAN Policyholder, 
collecting his disability income. 


- 


The letter continues: 


“At our bank, they said yours is an excellent company and that I 
have a wonderful policy. It certainly means a great deal to us now. 


“I shall keep you informed of any change in my condition. I am 
eager to work if possible. Until then, your checks will certainly 
help.” 


GUARDIAN has been writing disability income protection in con- 
junction with our regular life insurance contracts, continuously 
since 1916. 


Just how important this protection is to policyholders is illustrated 
again and again by cases in our files. This is one reason why 
GUARDIAN representatives are proud to offer our modern disability 
provision, which pays $10 per month per $1,000, to a wide range 
of prospects. 





) She 
GUARDIAN 
$e Lruunance Company 


PIPTY UNION SQUARE NEW yYoRwk 3, MW. Y.-] 











































VERYONE knows his own Life Insurarce 

Agent, but perhaps you’ve never thought 
that when you call upon him for advice, a 
number of specialists are at your service. 


First, of course, there is the Agent himself. 
He is an insurance specialist, intensively 
trained to handle a highly complex job with 
competence. In most cases, he is capable of 
helping others to select precisely the right 
types and amounts of Life insurance for their 
families. 

Sometimes, however, planning a sound Life 
insurance program for an individual is a com- 
plicated matter that is more than a ‘‘one-man 
job.”’ At these times, it is helpful to be able 
to call on other specialists. 

Take Metzopolitan as an illustration. The 
Agent, faced with a particularly difficult 
problem, turns first to his District Manager 
who is experienced in all aspects of Life insur- 
ance. If the District Manager believes that 
further advice will be beneficial, then the 
broad experience of Home Office consultants 
can be utilized. 

Specialists in particular pheses cf insur- 
ance, groups of specialists, even entire de- 
partments of the Company, may be called on 
to cooperete in solving the problem. Fer in- 
stance, your Agent is in a pcsition to seek 
the advice of actuaries, investment officers, 
lawyers, or statisticians. 


This is as it should be, for there are many 


% 
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important factors to be considered when ph 
ning ary program for your future security, 
For example, which of the many forms 
optional settlement will be best for the fa 
ily? Should settlement be made as a lu 
sum? Should it be used to establish a |] 
income? Should it be paid out in montf 
checks over a fixed term of years? Or wo} 
some combination of lump-sum and pe io 
payment be better? ; 
What about taxes? How may chang 
inheritance and income taxes affect sele i 
cf insurance and the method of settleme 
What State and Federal laws covering pi 
ments to beneficiaries should be considen 
How can Life insurance be best tied in y 
your social security? q 
There are many other problems, too. Hi 
can an insurance program provide for | 
education of children? Who should be 
as beneficiary, and should the policyhol 
reserve the right to change beneficiz 
What’s the best way to arrange a Life ing 
ance program that will provide both m 
mum protection for the family, and a 
long retirement income for later years? — 
Yes, there are many problems involved 
selecting the right kinds and amounts of I 
insurance. Chances are your own Agent} 
know the answers to most, if not all of thé 
When he does not, though, it is possible 
him to reach out in many directions for hi 
in solving your problems. 


- Metropolitan Life ‘4 


(A MUTUAL 


Insurance Compa 


COMPANY) — 


- 1 Mapison Avenve, New Yors 10, te eee 
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